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The Penn Mutual Completes Its Underwriter’s 
OWN Circle of Security 


We are proud that our new program of insurance benefits rounds out the 


circle of security for the Penn Mutual career underwriter HIMSELF :— 


Group life insurance up to $5,000. 

Accident and Health benefits. 

Hospital and Surgical benefits. 

Hospital benefits for dependents—wife and children. 


Retirement Plan. 


The Company pays a substantial part of the cost on this all-coverage pro- 
tection of our underwriters against sickness, old age and death. In addition 


we have for our underwriters :— 


6. A modern Compensation Plan paying new and renewal com- 
missions with lifetime service fees. 


An unusual Advertising Campaign in national magazines, a 
campaign primarily designed to build prestige for our career 
underwriters. 


A Training Program for quality underwriters, including a plan 
which was the first adopted by a life insurance company to 
apply the principles of streamlined wartime Training Within 
Industry. 


A definite plan affording opportunities for promotion and ad- 
vancement to managerial responsibility. 


The PENN MUTUAL Life Insurance Co. 


JOHN A. STEVENSON, President 
INDEPENDENCE SQVARE ....4-. -. 2 eis. : CPR ee eee 
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In an address last December, 
Mr. Andrews said: 


. As we look to the future in this 
business, we are not alone concerned with 
raising the standards of our present sales- 
men. We are even more impressed with 
the need of raising standards of selection 


9 


and supervision . . . of new agents... 





William H. Andrews, Jr., President 
National Association of Life Underwriters 











Like National Association President William H. Andrews, Jr., 


CONTINENTAL AMERICAN, too, believes in high standards 


This statement above clearly summarizes the objectives on which 
Continental American has built its plans for expansion. We are deter- 
mined to maintain the present high standards of our Field Organization. 
To that end, we are committed to the following: 


1. Careful selection of the new men who will become 
associated with us—with emphasis on quality rather 
than on numbers. 


2. Thorough training for those men in the use of definite 
and proven sales methods—with continuing assistance in 
the field. 


3. Careful and experienced supervision during their de- 


velopment period. 


Underlying the entire program is a sound salary plan of compensation 
for such men—a plan which attracts superior men and pays substantial 
extra rewards to those who can qualify successfully. 


Lire INSURANCE COMPANY 
DELAWARE 


CONTINENTAL AMERICAN 
WILMINGTON 


Max S. Bell, Vice-President 
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Planning for U. S. 
Regulation Seen as 
Precautionary Need 


Huge Task of Getting 
States’ Action by 1948 
Is Cited 


The huge task of getting all the state 
and territorial insurance jurisdictions to 
enact satisfactory and workable rating 
legislation for interstate insurance busi- 
ness before Jan. 1, 1948, has caused some 
well-posted observers to wonder whether 
it might not be a good idea to devote 
at least a portion of the heavy thinking 
to working out some sort of federal reg- 
ulation plan for interstate business. 


What these men say is this: The busi- 
ness should be prepared for what will 
happen if Jan. 1, 1948 arrives and any 


substantial number of states, or perhaps- 


even a single state, have no rating laws 
of a type satisfactory to the federal gov- 
ernment in the handling of interstate 
transactions. There need be no worry 
about purely intrastate business but that 
is a relatively minor part of the insurance 
business. 


Should Start Preparing 


State regulation, for better or worse, 
is here to stay, they concede, but with- 
out a general adoption of satisfactory 
rating laws there is going to be a de- 
mand for federal regulation where the 
interstate element is involved. Conse- 
quently, the business should not wait un- 
til the deadline is at hand but should 
make preparations so that if and when 
federal regulation is énacted it will be 
along lines that the insurance business 
can live under. 

It has been noted that since Mr. Tru- 
man became President and the extreme 
new deal elements in the Washington 
administration began to lose out, insur- 
ance executives have not seemed quite so 
strongly opposed to federal regulation. 
Nobody wants it, since it would be 
merely superimposed on state regulation, 
but the feeling seems to be growing that 
if it has to come it will be less onerous 
now that the business-baiting elements 
at Washington appear to be on the way 
out. 





Chicago Again 
No. 1 N.A.L.U. Unit 


On the basis of the record for the 
fiscal year ending June 30, the Chicago 
Association of Life Underwriters again 
stands in first place in the er: 
Its membership exceeds by six the New 
York total of 1,881. The Chicago mem- 
bership gained 75 from the’ preceding 
year while the New York association 
added 189. 

In addition to its 1,887 paid members 
the Chicago unit has 248 members in 
military service who are being carried 
in its rolls until they return to civilian 
ife. 

Chicago has been at the top in seven 
of the last nine years. It was in first 
Position from 1937-1939 inclusive and 
got back into the lead position again in 
1942. Frank T. Platka, retired manager 
of Metropolitan Life, is given much of 
the credit for the Chicago record. He 
has devoted much of his time to the 
membership work. 


XUM 


Insurers Lose 
Another Round in 
Old Mo. Battle 


Special Commissioner John H. Wind- 
sor, who has been confined to Fitzsim- 
mons General Hospital, Denver, for the 
past year, has submitted his report to 
the Missouri supreme court finding that 
the “proof sustains the allegation” in the 
quo warranto proceedings brought in 
1939 by Roy McKittrick, then Missouri 
attorney general, against 122 stock fire 
companies. The hearings before Com- 
missioner Windsor continued over a pe- 
riod of some three years and the testi- 
mony runs to more than 35,000 pages. 
His report consists of only eight pages. 

The Missouri supreme court will now 
docket the case for a hearing in the 
same manner as an appeal and Windsor’s 
report will be considered in the final dis- 
position of the case. The report is 
merely advisory. 

Windsor was authorized to make the 
report in general terms under a stipula- 
tion filed with the supreme court by At- 
torney General Taylor of Missouri and 
Homer Berger of Kansas City, counsel 
for the insurance companies. McKit- 
trick charged the companies with fraud 
and corruption in connection with the 
settlement of the old Missouri fire insur- 
ance rate case. He also charged the 
companies with entering into an agree- 
ment to regulate insurance premiums in 
violation of the state anti-trust laws. 

McKittrick... conducted interminable 
hearings and a great mass of material 
of a highly technical nature was intro- 
duced. It became apparent that McKit- 
trick was disappointed in not being able 
to get documentary evidence to estab- 
lish sensational headlines, the Missouri 
newspapers that started out to cover the 
hearings finally called off the report- 
ers and the case bogged down. It was 
then that McKittrick induced the U. S. 
attorney general to engage in the anti- 
trust prosecution that eventuated in the 
S.E.U.A. decision. McKittrick wanted 
to make it appear that he had carried the 
torch as far as he was able to but was 
blocked by state lines and that he was 
handing the torch to the U. S. Attorney 
General. He subsequently ran for U. S. 
Senator in Missouri and was defeated 
last fall. 


A.L.C. Cancels 
Plans for Three 
Regional Meetings 


On account of the acute travel situa- 
tion, the American Life Convention has 
canceled plans for the three remaining 
regional meetings that it had scheduled 
at Greensboro, N. C., Cincinnati and 
Omaha. The first of such meetings for 
company executives had been held at 
Dallas. e 








Report Fischer to Be U. S. 
Commerce Committee Head 


It is understood that the appointment 
of a new insurance committee of the 
U. S. Chamber of Commerce has been 
nearly completed and that Chester O. 
Fischer, vice-president of Massachusetts 
Mutual Life will be the new chairman. 
James L. Madden, third vice-president of 
Metropolitan Life, who was at one time 
manager of the insurance department 
of the U. S. Chamber, has been the 
chairman of its insurance committee. 
Mr. Fischer is a director of the U. S. 
Chamber, having been elected from his 
region and not as a direct representative 
of the insurance industry. 


Insurers Take $3.2 
Billion in 
Seventh War Loan 


Subscriptions entered by the life in- 
surance companies for government se- 
curities offered in the seventh war loan 
drive amounted, in the aggregate, to 
approximately $3.2 billion, the Insti- 
tute of Life Insurance reports. This 
total topped by more than $600 million 
the subscriptions of $2 billion, 580 mil- 
lion recorded in the sixth drive. 

American United Life of Indianapolis, 
with its purchase of $10,525,000 in war 
bonds, topped all Indiana corporations 
in the seventh war loan and became 
the winner of an Ernie Pyle manuscript 
offered by the Indianapolis “Times.” 
Formal presentation of the prize was 
made at a theater in connection with 


the first showi Bae Se Be , the = 
e first showing of “G. I. Joe © ‘the Sales Research Bureau’s manage- 


new Pyle motion picture. ; 

American United’s bond buying st- 
premacy in the fourth war loan won 
for it an oil painting which American 
United presented to Rollins College. 

For the time being the Pyle manu- 
script will be on display at American 
United home office, but it will be pre- 
sented to the memorial now being as- 
sembled as a tribute to Pyle at Indiana 
University. 

For every premium dollar put into 
new insurance and annuity contracts 
since Pearl Harbor, Penn Mutual Life 
has invested $10 in U. S. war bonds. 
In the seventh war loan Penn Mutual 
subscribed to $100,000,000 of war bonds, 
the largest purchase in its history and 
the largest single corporate purchase 
ever made in Philadelphia. An addi- 
tional $40,000,000 was invested in the 
sixth drive. Penn Mutual’s holdings in 
U. S. government securities now total 
more than $400,000,000, an average of 
$851 per policyholder and over one- 
third of the company’s assets. “ 

An average of $677 per employe is 
represented by the $778,172 war bonds 
purchased to date by Penn Mutual em- 
ployers. 

Colonial Life’s war bond purchase in 
the 7th war loan amounted to $1,705,000 
and its total holdings in war bonds since 
the first drive are $11,125,000. 





Conn. Investment 
Law Change Creates 
Issue in New York 


The New York department faces the 
necessity of deciding whether a Connec- 
ticut life company may take advantage 
of a new liberalization of the Connecticut 
investment law without violating the 
New York requirements. The new stat- 
ute in Connecticut permits a company 
to invest up to 5% of its assets in invest- 
ments that do not otherwise have statu- 
tory sanction. 

A Connecticut life insurance company 
has inquired of the New York depart- 
ment whether an investment in certain 
property and buildings of a mercantile 
establishment of high credit rating, as 
permitted by the new Connecticut law, 
would square with the New York pro- 
vision that the investments of a foreign 
insurer must conform “substantially” to 
those of domestic companies. 

There is a possibility that the New 
York department may duck the issue of 
whether a company taking advantage of 
the Connecticut law is in conformity or 
not with the New York statutes and in- 
stead merely undertake to pass upon spe- 
cific investments that a Connecticut 
company intends to make. 

Commissioner Allyn of Connecticut in 
a synopsis of new legislation issued this 
week stated that the purpose of the law 


Quality Is Post- 
War Manpower 
Objective 


Sales Research Bureau 
Committee Sets Forth 
Program for Expansion 
Recognizing the advantages gained 


through the elimination of the marginal 
producers because of war conditions, a 


‘statement of postwar aims has been is- 


sued_by the manpower subcommittee of 


ment committee headed by William P. 
Worthington, vice-president Home Life 
of New York. Pointing to the high 
average production of the agents now 
in the business, committee ‘states that 
the business has learned that lower costs 
and satisfactory production can be real- 
ized from a smaller sales organization of 
better than average quality. The main 
postwar problem is to hold these gains 
while augmenting the present agency 


force to provide a strong and adequate 
sales organization. 


Temptation Is Great 


Present agents recognize the need for 
not sacrificing quality and hope that 
their companies will not let down the 
bars after the war. They want only 
well-qualified men employed so as to 
guarantee that the gains in public good 
will not be lost. The existing agency 
force is growing older and new and 
younger men are needed to take over the 
responsibility for increased production 
and improved service, it is pointed out. 

“The temptation to induct too many 
agents will be great. Thousands not 
qualified for this business could be re- 
cruited. Many more might be brought 
in than could be adequately trained and 
supervised. 

“This must not happen. The han- 
dling of this problem is a joint respon- 
sibility of the agency departments in 
the home office and field management. 
They must cooperate with sincere pur- 
pose to maintain a healthy growth and 
check any tendency toward mass re- 
cruiting.” 

Three reasons why mass recruiting 
is inadvisable are set forth: 


Public Relations Angle 


“1. It would be poor public relations. 
The public must not be exposed again 
to thousands of unqualified life insur- 
ance representatives. The public ex- 
pects us to provide an adequate sales 
force made up of qualified and success- 
ful men and women. We can meet that 
responsibility only by insisting upon the 
most careful selection and training. 
Since most of our manpower will very 
likely come from military sources, it is 
particularly important that they be well 
selected and thoughtfully directed to 
give them a full opportunity for success 
in civilian life. 

Unfair to Agent 


“2. It would be unfair to the agent. 
Life insurance must continue to improve 
its standards of performance. It must 
induct only men of high caliber with 

(CONTINUED ON PAGE 8) 








in question here is to permit the domestic 
life companies to diversify their invest- 
ments, to make loans to returning veter- 
ans under the G. I. bill of rights and to 
invest in housing projects. 
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ATC Insurance 
Regulations Are 


Now Issued 


WASHINGTON — The army air 
forces headquarters, air transport com- 
mand, has issued instructions or regu- 
lations concerning trip accident insur- 
ance. By command of Lt. Gen. George, 
the document has gone out over sig- 
natures of Col. F. G. Atkinson, assistant 
chief of staff, personnel, and L. H. Sams, 
major and acting adjutant general. 

ATC passengers, not including mem- 
bers of the crew, may obtain trip acci- 
dent insurance, written by Indemnity of 
North America, which affords coverage 
while the policy is in force, in the event 
of loss of life, loss of limb, or loss of 
sight as the result of an accident in- 
curred while being transported as a 
passenger in any sea, land, or air con- 
veyance, or while boarding or alighting 
therefrom on a trip or trips originating 
or continuing with air transport com- 
mand or naval air transport service, or 
while at any airport, railroad station, 
steamship dock or other transportation 
terminal transferring or awaiting trans- 
fer from one conveyance to another. 

Two types of application forms will 
be available: Form AT (1 through 4) 
will be used for passengers who will 
participate in flights beyond the con- 
tinental limits of the United States. 

Form 5-AT currently. ,in. the - process 
of preparation will be used for passen- 
gers who will participate in flights with- 
in the continental limits of the U. S. 
only. 


ATC Assumes No Responsibility 


The availability of the insurance shall 
be indicated by a placard, conspicuously 
posted, advising passengers that they 
may purchase the insurance at a desig- 
nated piace. When answering routine 
questions pertaining to trip accident in- 
surance, it will be stated that the air 
transport command assumes no respon- 
sibility in connection with such insur- 
ance. Each passenger desiring insur- 
ance will fill out Form AT in quadrupli- 
cate, which designates the beneficiary, 
the amount of insurance, and term of 
coverage desired. Application forms will 
be available at all ATC stations and 
ports of aerial embarkation where pas- 
senger trips originate or are continued 
by the air transport command. Initial 
distribution of supplies will be made 
directly to all ATC installations. Dis- 
play material will not be manufactured, 
or produced from appropriated funds of 
the War Department. 

Knowledge of the provisions of the 
policy and the decision to purchase the 
insurance is wholly the responsibility 
of the purchaser. ATC personnel will 
under no circumstances accept payment 
of the premium for such policies or 
advise passengers with respect to the 
merits of purchasing such insurance. 
Purchasers will be instructed to inclose 
a check or money order with the appli- 
cation to pay the cost of the coverage 
desired, payable to Indemnity of North 
America. 

The personal affairs officer or the 
passenger service officer will furnish 
one set of form AT prepared in quad- 
ruplicate No. 1 through 4, to each re- 
questing passenger with instructions to 
fill out the forms in pencil; Upon com- 
pletion of the forms, they will be re- 
turned to the PAO or PSO, who will 
check the application to be sure no 
classified military information is dis- 
closed, and that the amount, term, and 
remittance are correct. 

The PAO or PSO will then sign the 
original as the witnessing officer, in the 
space provided. 

The purchaser will then be instructed 
in the folding of the original (Form 
No. 1 AT), inclosing of the check or 
money order, and the sealing and mail- 
ing of the form. A locked mail box will 
be provided for mailing such appli- 
cations at the counter if a regular mail 
box is not conveniently available. 

After watching the purchaser mail the 





New Officers Elected at Atlanta 








g 


New officers of the Atlanta Life Un- 
derwriters Association are shown above: 
(Left to right) back row: Everhart Cun- 
ningham, Mutual of N. Y., president; 
James M. Thurman, Penn-Mutual, sec- 
ond vice-president; James D. Law, 
Aetna Life, treasurer; front row: John 








J. McConneghey, Metropolitan, retiring 
president; Willis J. Milner, Jr., Life of 


Virginia, first vice-president. When the 
picture was taken Charles M. Gorman, 
Metropolitan, the new secretary who 
has been elected by the association, was 
not present. 








Two Michigan Tax Suits 
Set for Trial Aug. 8 


LANSING, MICH.—Judge Leland 
W. Carr of Ingham county circuit court 
has set Aug. 8 for trial of the suits 
attacking Michigan’s premium tax law, 
brought by Prudential, with Pacific 
Mutual Life as intervenor, and Massa- 
chusetts Mutual Life. They allege that 
taxation of non-resident carriers’ premi- 
ums while exempting those of Michigan- 
domiciled insurers is an unlawful dis- 


crimination and constitutes an uncon- 
stitutional burden on interstate com- 
merce. 


When the suits were filed the Michi- 
gan legislature was considering bills to 
alter the premium tax law by imposing 
a uniform 2% tax on both resident and 
non-resident insurers and to repeal the 
state’s retaliatory law. Neither meas- 
ure got out of the senate taxation com- 
mittee. 








application, the PAO or PSO will then 
sign the certificate of mailing. 

The PAO or PSO will then give the 
purchaser copy form 2 AT, for his 
records, and copy form 4 AT, with 
instructions to fold and mail copy form 
4 AT, to the beneficiary. 

Copy form 3 AT, will be retained by 
the issuing PAO or PSO and placed in 
an alphabetical file, to be retained with 
organizational records for four years. 

The required information will be 
listed by the PAO or PSO in the re- 
capitulation on the inside of the front 
cover of each pad of forms upon com- 
pletion of the transaction. At the end 
of each month the PAO or PSO will 
mail the recapitulation forms of all ex- 
pended pads to the address indicated at 
the top of the recapitulation form. 

The PAO or PSO will coordinate all 
matters affecting mailing, censoring and 
the procuring of money orders with the 
postal officer. 

The naval air transport service has is- 
sued instructions to its stations through- 
out the world concerning procedure in 
handling air trip accident insurance, dis- 
tributing applications to NATS passen- 
gers, checking forms, certifying applica- 


tions, etc. 


Mass. Protective Observes 
50th Year in Record Drive 


_ Massachusetts Protective celebrated 
its 50th anniversary in June with the 
largest nation-wide month’s production 
of non-cancellable health and accident 
and life insurance in its history. The 
anniversary drive was dedicated to re- 
tiring President Charles A. Harrington, 
who has served the company continu- 
ously during its 50 year history. Paul 
Revere Life, an affiliated company, is 
15 years old. 

The A. L. Lyttle Wisconsin and 
northern Michigan agency in Milwau- 
kee increased its June production over 
50% of the average monthly production 
last year. Leading producers for the 
agency were Mr. Lyttle, and Leslie A. 
Eaton, Milwaukee; Francis W. Quade, 


Eau Claire, and Orval L. Rose, Hills- 


boro. : 





Sleeper Restrictions Will 
Have Effect on Travel 


Life insurance men will be discom- 
moded by the new rule prohibiting 
sleeper accommodations within a 450 
mile radius. This will interfere naturally 
with home office agency men especially 
who make frequent trips throughout the 
country. To an extent also regional 
meetings will be affected as a number of 
general a@ents or agents would have to 
travel and come within the 450 mile goal. 
Where a general agent has supervision 
over more than one state he naturally 
would make trips within the 450 mile 
limit and would want to use sleepers. 
There will probably be less visiting on 
part of executives to the field for the 
time being. The rule also may interfere 
with state life underwriter association 
meetings or other organizations. The 
life people, however, feel that they have 
a responsibility to do everything they 
can to give the men in the service more 
accommodations than they have now. 





Robert J. Olson, formerly in the home 
office of Northwestern Mutual Life, has 
been promoted to captain in the intel- 
ligence section of an 8th air force unit 
in England. 


‘ 


Col. Johns Returns 
to Reliance Life 
Agency Post 


After three years of service in the 
army, Col. John F. Johns has returned 
to his pre-war position as superintendent 
of agencies in charge of the eastern 
division of Reliance Life, with headquar- 
ters in the home office. 

Within the next few weeks he ex- 
pects to make the rounds of the branch 
offices in his division, which include 
those in Detroit, St. Louis, Chicago, 
Minneapolis, Cincinnati, Cleveland, Mar- 
tinsburg, .. Va., Johnstown, Pa, 
Philadelphia, Baltimore and Washing- 
ton. D.C; 

In 1942, he was commissioned a major 
in the adjutant general’s department 
and was first assigned to the officer pro- 
curement service in Pittsburgh where 
he later became officer in charge of the 
Pittsburgh district. After eight months, 
he was transferred to Washington as 
special assistant to the director of of- 
ficer procurement service where he re- 
ceived his first promotion. 

As a lieutenant-colonel, he was placed 
in charge of the officer procurement 
division of the fifth service command 
with headquarters at Columbus, O. 

In both officer procurement and other 
recruiting, Col. Johns called upon mem- 
bers of the insurance fraternity for co- 
operation. He also inaugurated civilian 
advisory committees in connection with 
officer procurement and training of re- 
cruiting personnel with successful re- 
sults. 

In 1944, he attained the rank of 
colonel and was made chief of the plan- 
ning branch for WAC recruiting in the 
adjutant general’s office at Washington 
and was given a place on the planning 
board. In this post he was responsible 
for the formulation of recruiting plans 
and procurement of personnel for the 
women’s army corps. 

There were many former life insur- 
ance executives on the staff he selected 
after careful review and analysis of 
qualifications. 

His last assignment in the army 
called for the reorganization of all war 
theme sponsored advertising activity 
under the direction of the adjutant gen- 
eral and under a program similar to 
that established by the planning branch 
for WAC recruiting. 

Col. Johns has spent his entire busi- 
ness life with Reliance Life. After at- 
tending the University of Pittsburgh 
and the law school of Duquesne Uni- 
versity, he started as an agent in 1918. 
In 1924 he became the first agency or- 
ganizer of the western Pennsylvania de- 
partment. A year later he was ap- 
pointed manager at Portland, Ore., and 
then was transferred to San Francisco 
to head the northern California depart- 
ment. He returned to the home office 
in 1935 as assistant superintendent of 
agencies and in 1936 was made super- 
intendent of agencies in charge of the 
eastern division. 





Newark Insurance Leaders 
Named as Veterans Advisers 


NEWARK—A number of prominent 
insurance executives have been named 
on the newly created advisory council 
of the Newark Soldiers & Sailors Muni- 
cipal Aid Bureau, to give advice when 
needed in specialized fields: Business 
industry employment, Col. Franklin 
D’Olier president of Prudential; gov- 
ernment insurance allotment, Joseph M. 
Byrne, Jr., Joseph M. Byrne Co., gen- 
eral agents, and John B. Rooney, as- 
sistant secretary Commercial Casualty 
and Metropolitan Casualty; welfare, Dr. 
William R. Ward, medical director 
Mutual Benefit Life; civic clubs, Her- 
bert N. Hutchinson, Newark manager 
of American Surety and New York 
Casualty; administrative, legislative and 
civil service, Col. William H. Kelly, 
former New Jersey commissioner. 
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Life Companies’ 
Anti-Inflation 
Contribution Told 


The significant contribution which life 
insurance has made to the financial 
health of the nation and to the public 
welfare through the cooperative advertis- 
ing program of the Life Insurance Com- 
panies in America and their agents in 
support of the government’s campaign 
to keep prices down and prevent a run- 
away inflation is reviewed in a report 
mailed to all cooperating companies, en- 
titled: “Progress Report—Second Phase 
of Anti-Inflation Program of Life In- 
surance Companies in America.” 

The report tells of the recognition ac- 
corded life insurance as an anti-inflation- 
ary influence by the government in its 
basic program for economic stabilization. 
It also received recognition as an anti- 
inflationary medium in ‘various media 
cooperating with the government ef- 
fort. 


Many Letters of Commendation 


The report also contains selected ex- 
cerpts from letters received from mem- 
bers of congress, governors, mayors, 
government officials, educators, cham- 
bers of commerce, and leaders in bank- 
ing, business and industry. 

The Treasury Department says: “This 
program has indeed been a genuine pub- 
lic service. The participating compa- 
nies are to be congratulated for this 
splendid assistance in combatting ris- 
ing prices, and encouraging increased 
savings.” 

The report also reviews collateral ac- 
tivities, such as the anti-inflation bulle- 
tin of the Life Insurance Companies in 
America in support of the cooperative 
advertising program. It gives examples 
of the widespread approval of the re- 
cent advertisement urging veterans of 
the armed forces returning to civilian 
life to maintain their National Service 
Life insurance. 


Recommendations for Future 


In a statement of policy entitled “Rec- 
ommendations for the Future,” the sub- 
committee of the policy committee of 
the Life Insurance Companies in 
America says: 

“We feel that the original objective 
is more important than ever and that 
the most effective thing we can advise 
the individual to do to retard inflation 
is to invest as much as possible in war 
bonds, life insurance and a savings ac- 
count for emergencies. Urging this kind 
of thrift and conservation now is the 
most natural cause to which our busi- 
ness could devote itself. 


Serves Policyholder’s Best Interest 


“The best interest of every life policy- 
holder is paramount in this effort; no 
group of people would suffer more, if 
the value of the dollar should be de- 
preciated by runaway inflation. 

“Your committee believes that the 
fact that this program has united a 
larger proportion of the life insurance 
business than has ever before been ac- 
complished is one of the strongest rea- 
sons for continuing it without interrup- 
tion.” 





Name Warren at Springfield, Mo. 


Glenn R. Warren has been appointed 
a general agent for Bankers Life of 
Nebraska in southwest Missouri with 
headquarters in a newly established 
office at Springfield. 

Mr. Warren has been a district super- 
intendent at Springfield for National 
Life & Accident and has been a mem- 
ber of that company’s Leaders Club in 
ordinary production every year since 
joining them at Sedalia in 1940. He is 
a native of Missouri, being reared on a 
farm near Sedalia, and for many years 
prior to his entry into the life insurance 
business he owned and operated a dairy 
farm and pasteurizing plant there. 


Indianapolis Life Veterans 
Observe 40th Anniversaries 








H. H. Huston 


Edward B. Raub 


July 4-5 were doubly significant for 
Edward B. Raub, president of Indian- 
apolis Life, and Howard H. Huston, the 
company’s first agent. 

The idea of starting the company 
was brought to fruition July 4, 1905, in 
the home of Mr. Raub’s father at Chal- 
mers, Ind. Mr. Raub was assigned the 
task of arranging for the charter and 
taking care of other legal matters. He 
served as general counsel from the com- 
pany’s inception, became vice-president 
in its early years and was elected presi- 
dent in 1934. 

July 5, 1905, Mr. Huston signed a 
contract to become the company’s first 
agent. He helped secure the first $250,- 
000 of business needed to start the com- 


.pany. The first policies were issued in 


November, 1905. Mr. Huston built a 
fine business in Logansport and was 
leader in new paid business for several 
of his 30 years in the field. He was 
called to the home office in 1934 and 
placed in charge of company real estate. 
His son, Harry, took over his agency 
in Logansport. 

Both President Raub and Mr. Huston 
were congratulated by their associates 
on the completion of 40 years with the 
company. It now has $148,000,000 of 


New SS Bill 


Appears in Senate 


WASHINGTON—M. Albert Linton, 
president of Provident Mutual Life, re- 
cently conferred here with members of 
the staff of the House ways and means 
group studying social security problems. 
This group is gathering data for a re- 
port to the committee, the time for sub- 
mitting which is indefinite. 

It is reported the study group is pay- 
ing more attention to present social se- 
curity law, what it means, what it will 
cost, etc., rather than to the new Wag- 
ner-Murray-Dingell bill. The House 
committee is not expected to consider 
social security before fall. 

Social Security Board actuarial spe- 
cialists are reviewing study No. 21 deal- 
ing with cost factors under the social se- 
curity law. This study will not be re- 
leased for some time, it is understood. 


New SS Bill in Senate 


Meanwhile, a new social security bill, 
S.281, has been introduced by Senator 
Green, Rhode Island, which, he says, is 
limited “to those modifications and addi- 
tions on which I think there may be 
fairly ready agreement,” rather than be- 
ing an over-all rewriting of the law as 
in the WMD bill. Green does not be- 
lieve the latter has a chance at this time. 
He thinks, however, there are amend- 
ments “such as the protection of vet- 
erans’ insurance rights, extension of 
coverage, and the addition of benefits 
for disability, which could well be acted 
upon at once.” 

Pointing out that the social security 
advisory council recommended in 1939 
extension of coverage and addition of 
disability benefits, Green suggested 

(CONTINUED ON PAGE 4) 








insurance in force and over $40,000,000 
in assets. Its 40th anniversary will be 
given special emphasis in November. 








with the enemy troops. 
He wrote of the Americans: 


for themselves. 
Army. 


a collection of men working. 


with work here. 


+ 





Men Working Together 


The editor of This Week, on a visit to Europe after V-E 
Day, was interested in a comparison of the American soldiers 
Why were our soldiers so successful? 


“They look the way Mauldin’s cartoons make them look— 
rough and loud and eloquently profane. 
and you find a fundamental sense of decency, good humor, 
fairness, and a strange kind of gentleness. 
else, too, overflowing energy, ingenuity, and downright intelli- 
gence in every job they tackle. 
have been a baffling thing to watch this oddly informal Amer- 
ican Army beat the living daylights out of them. But that 
has to happen when human robots meet men who have been 
trained in their homes and schools and jobs to think and feel 


“T asked a French officer what he thought of the American 
‘Well,’ he smiled, ‘it really isn’t an army at all. 


29 


There was a collection of men working back in the States 
at the same time to make that victory possible. And there is 
still a war to be fought in -” Pacific, and we have to back it 
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THE PENN MUTUAL LIFE INSURANCE CO. 
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INDEPENDENCE SQUARE, PHILADELPHIA 


But talk to them 
And something 


To the Nazi officers it must 


It’s 
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Reverse Ware Case, 


Countersignature 
Law in Ida. Upheld 


Appeals Court Judges 
Hold S.E.U.A. Decision 
No Bar to Such Statutes 


The Idaho countersignature law, held 
invalid by the federal district court in 
the famous Ware vs. Travelers case as a 
result of the Supreme Court’s decision in 
the Southeastern Underwriters Associa- 
tion case that insurance is commerce, 
has been upheld by the federal circuit 
court of appeals for the ninth district. 

The three-judge court in its opinion, 
states that it saw “no good reason for 
the holding” of the lower court that 
Idaho statute was in conflict with the 
commerce clause. 

“The court in the Southeastern Un- 
derwriters Association case pointed out 
that, for constitutional purposes, certain 
activities of a business may be intrastate 
while other phases of the same business 
may be interstate,” the opinion con- 
tinues, quoting the following passage 
from the S.E.U.A. opinion: “There are 
other activities which though sub- 
ject to federal regulation are so inti- 
mately related to local welfare that in 
the absence of congressional action, they 
may be regulated or taxed by the states.” 


Tied Up With State Program 


The circuit court of appeals opinion 
then says that a survey of the Idaho laws 
relating to the business of writing work- 
men’s compensation and employers’ lia- 
bility insurance, the type of coverage 
involved, “makes it clear enough that 
such activities and the local servicing 
of policies of that character are inti- 
mately bound up with the state’s pro- 
gram for the security and welfare of 
workmen.” 

As to Travelers’ contentions that the 
Idaho statute did not apply because the 
coverage was written outside the state, 
that the phtase “full commission” means 
nothing in a situation where no agent 
has received a commission, that the stat- 
ute is not to be read into Ware’s con- 
tract, and that Ware could and did 
waive any assumed right of recovery, the 
court refused to take a position, on 
the ground that the court below had not 
passed on them. 

The circuit court of appeals cites the 
Supreme Court decisions in Osborn v. 
Ozlin, 310 U. S. 53 and Holmes v. 
Springfield Fire & Marine, 311 U. S. 606, 
involving statutes similar to that of 
Idaho, and did not indicate that the 
S.E.U.A. decision had invalidated them. 

Because of the widespread interest in 
the case, the National Board of Fire Un- 
derwriters has bulletined the opinion to 
its membership. 


Millionth Prudential Bond 


Ted R. Gamble, national war finance 
director, went to Newark to honor Miss 
Peggy Mahoney, clerk in the treasurer’s 
department of Prudential, as purchaser 
of the millionth war bond sold to em- 
ployes of Prudential under the payrcl! 
ceducticn plan. The ceremonies took 
place in the executive offices of the 
company. 

Among those present were Horace K. 
Corbin and George E. Potter, vice- 
chairmen, and State Administrator John 
E. Manning of the New Jersey war 
finance committee; Carrol M. Shanks, 
executive vice-president of Prudential, 
and»Robert M. Green, vice-president. 

Total war bond purchases by Pru- 
— employes have exceeded $23 mil- 
ion. 
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Brazilian to Send 
Students to U.S. A. 
for Insurance Work 


Rodrigo de Andrade Medicis, Rio de 
Janeiro, technical director Reinsurance 
Institute of Brazil, visited Chicago last 
week and made arrangements for a 
member of his organization to study at 
Illinois Institute of Technology next 
year. Accompanied by Senhora Medicis, 
he is on an extended trip studying in- 
surance conditions and methods in both 
hemispheres. He visited Mexico and 
the leading countries of South America 
before arriving in San Francisco re- 
cently. 

After leaving Chicago, Snr. Medicis 
visited the home office of Lincoln Na- 
tional Life at Fort Wayne, before going 
to New York. He expects to leave 
for Europe later in the summer, visit- 
ing England, France, Switzerland, Spain 
and Portugal before returning to Brazil 
about Nov. 1. 


Function of Institute 


The Instituto de Resseguros do Brasil 
handles all reinsurance in the country, 
dealing with eight domestic companies 
and about 18 foreign insurers. Stock of 
the Institute is owned partially by the 
domestic companies and partly by the 
Brazilian government. In addition to 
its reinsurance work, the Institute also 
acts as a rating bureau and supervisory 
organization, prescribing forms, rate 
schedules and other matters for all com- 
panes operating in Brazil. It also issues 
a number of insurance publications. 

Snr. Medicis is very anxious to bring 
American and Brazilian insurance in- 
terests closer together and one of his 
most important plans is for Brazilian 
insurance men to study in the United 
States. His fire insurance plans call for 
a student to take the fire protection en- 
gineering course at Illinois Tech. Then 
the student will get experience directly 
on mining, cotton and lumber lines in 
different parts of the country. When 
he returns, Snr. Medicis plans to send 
one or more men after him. He hopes 
to work out similar arrangements for 
life and casualty insurance, so that there 
will be two or three Brazilian insurance 
students constantly in the United States. 

While in Spain, Snr. Medicis plans to 
devote much of his attention to credit 
insurance, which he says has been de- 
veloped there more intensively and on 
a different basis from other countries. 


R. C. Mix Connecticut 
Association President 


The Connecticut Association of Life 
Underwriters at its annual meeting, held 
in New Haven in conjunction with the 
New Haven association, elected Robert 
‘C. Mix, State Mutual Life, New Haven, 
president; Franklin F, Pierce, Connecti- 
cut Mutual, Hartford; Raymond Shep- 
erd, Metropolitan, Stamford, and Ted T. 
Phillips, Phoenix Mutual, Bridgeport, 
vice-presidents; Kenneth Catlin, Phoe- 
nix Mutual, New Haven, secretary-treas- 
urer, and Howard Krick, Penn Mutual, 
New Haven, national committeeman. 
New directors are Charles Grant, Metro- 
politan, Meriden; Hollis Woods, Mutual 
Benefit, Hartford; Harry Felder, Metro- 
politan, Norwich; Sherwood Eberth, 
‘Travelers, New Haven, and Thomas 
Silva, John Hancock, Bridgeport. 

The association discussed plans for 
the special school of advanced under- 
writing to be held at the University of 
Connecticut Aug. 6-10. 








‘Needn’t Have Securities License 


Attorney General Jenkins of Ohio has 
advised Superintendent Dressel that an 
insurance company organized under the 
laws of Ohio may sell stock issued by it 
without being licensed as a dealer in se- 
‘curities. The company must register the 
transaction with the superintendent of 
ansurance and pay the regular fees. 


Big Producer 
Finds Peril in Tax 
Induced Loating 


NEW YORK—Norman C. Strong, 
agency group supervisor of the Miner 
agency of Equi- 
table Society here, 
has. b €/¢ nia 
member of the 
group millionaires 
club since 1929. 
Last year he wrote 
$25,700,000 in group 
insurance. Mr. 
Strong has had a 
rather unique ex- 
perience as a re- 
sult of that produc- 
tion and he. be- 
lieves he has put 
his finger on the 
cause of many a 
large producer leveling off his produc- 
tion. 

Business of that voluume naturally 
yields a large income and Mr. Strong 
felt obliged to find a workable budget 
system that could be adhered to so he 
could meet his income tax payments cur- 
rently and not have a large final pay- 
ment to make at the end of the year. 
He effected this by arranging for cer- 
tain of his group cases to pay in annual 
lump sums and their effective dates 
are on a fairly well distributed basis 
throughout the year. 

When he realized the size of his in- 
come Mr. Strong says his first reac- 
tion was quite naturally one of great 
enthusiasm. His second reaction was 
one of content and ease of mind be- 
cause he figured that he could produce 
a smaller amount of business this year 
and end up with as large an income as 
he had last year, chiefly because the 
renewals would be considerably larger 
than in previous years, due to his 1944 
production. 


Peril of Contentment 


one 





Norman C. Strong 


Then the lightning struck. He real- 
ized that this very contentment and 
contemplation of doing less work was, 
in his own words, “terrible” and that 
it was those first reactions, consciously 
or not, which had resulted in so many 
large producers ceasing to continue on a 
path of steadily increasing production 
and beginning to level off or actually 
go downward. Therefore, he decided 
that he would go back to thinking in 
terms of volume of production and not 
how much actual money he had made 
in a particular year and along with 
this he would think in terms of 
earning the same or larger first year 
commissions as his biggest previous 
year, irrespective of whether all these 
commissions were received in that par- 
ticular year or not. 

Mr. Strong put his resolution into 
practice. Equitable has a credit system 
to place group production on a com- 
parable basis with ordinary sales in 
order to rate the producers on an 
equable basis. Last year Mr. Strong’s 
club credit was in excess of $7%4 mil- 
lion on the commission basis used by 
the Society and to date this year he 
has $1,250,000 in club credits. 


Treats Each Client Individually 


Mr. Strong devotes nearly all his 
time to writing group business. He at- 
tributes his success to his method of 
treating each client company individu- 
ally, exchanging ideas and then finding 
the most workable plan for the good 
of the company employes. 

There has been indication in some 
quarters that group insurance will suf- 
fer a reduction because of cutbacks in 
employment. This has not appeared to 
any great extent as yet and Mr. Strong 
believes that while it probably will come 
in war industries, it will be of short 
duration and only last*during the period 
of reconversion. 


How Ohio Life Men 
Caused Group 
Bill to Fail 


COLUMBUS—Despite the backing of 
influential political groups, the Ohio 
senate bill 256 which would have per- 
mitted the writing of group insurance 
on members of trade associations was 
kept from the floor of the senate by 
prompt action of the Ohio Association 
of Life Underwriters. The bill was first 
considered by its executive council and 
a majority attending the conference ex- 
pressed opposition. Acting on this con- 
sideration, the law and legislation com- 
mittee of the association opposed the 
bill at its first hearing before the senate 
insurance committee. Following a meet- 
ing of the executive committee, the mat- 
ter was referred to the 21 local associ- 
ations, and 19, all which took action 
on the question, supported the position 
of the law and legislation committee. 

The bill was introduced in March by 
Senator Burke of Hamilton, who later 
withdrew his name from the proposed 
legislation when he discovered the op- 
position of agents. The law and legisla- 
tion committee is making a study of 
Ohio insurance law before the next ses- 
sion of the legislature. C. Vivian An- 
derson, Provident Mutual, Cincinnati, 
is chairman of the committee. 

The agents group contended that the 
law as proposed circumvents one of the 
original intents of group life insurance, 
namely, that there should be an actual 
employer-employe relation existing be- 
tween the holder of the master contract 
and those insured under its terms. 

Rates under such a group plan will 
likely become quite high, or possibly 
prohibitive due to the fact that the larger 
amounts of insurance will be upon the 
lives of the executive owners of the 
member firms whose average age is 
higher than the group as a whole. Many 
of the member companies which have 50 
of more employes will arrange for their 
own individual group plans because of 
a low average age and because of a 
probable better mortality experience in 
their own group than in the association 
group as a whole due to the larger 
amounts of insurance being on the older 
risks and probably the risks who most 
likely are uninsurable. As these pre- 
mium rates increase, the younger and 
more desirable risks will drop out, thus 
causing a further increase in average 
premiums and an increase in adverse 
mortality with the possible eventual re- 
sult of the carrier discontinuing the con- 
tract, thus causing some employes to 
lose insurance at an age in life when 
either physical condition or cost for reg- 
ular insurance prevents them from ob- 
taining individual policies. 

The law allows “all or any class or 
classes thereof” to participate and the 
general tendency would be for insurers 
to seek out the more favorable classi- 
fications, both from the standpoint of 
amounts of coverage and from favorable 
underwriting experience, thus essentially 
destroying the claimed social benefits of 
the legislation. 





Jones Elected in Seattle 


Robert G. Jones, acting general agent 
National Life of Vermont, is the new 
president of the Seattle C. L. U. chapter. 
He has been secretary-treasurer for a 
number of years. and is a charter mem- 
ber. Other officers are: vice-president, 
Fred B. Wiley, general agent Occiden- 
tal Life; secretary-treasurer, Richard E. 
Smith, broker; directors, William B. La- 
ney, general agent State Mutual Life, 
and Irving Levitin, New York Life. 
Mr. Laney is the retiring president. 





Durham Agency Parley 

The eastern Indiana agency of Ohio 
State Life held an agency conference 
and dinner at Muncie Wednesday. Nor- 
man K,. Durham, general agent, was in 
charge and the home office was repre- 
sented by Warren F. Howe, superin- 
tendent of agencies. 


Confer on Register Life 
Lien Removal 








Commissioner Fischer of Iowa, left, 
and Lee J. Dougherty, chairman of the 
advisory council of Occidental Life of 
California, are here conferring in con- 
nection with the removal of the last of 
the lien against policies of the former 
Register Life of Davenport, Ia. by Oc- 
cidental. Most of the policyholders will 
benefit from a reduction in premiums. 
Mr. Dougherty visited Mr.. Fischer to 
deliver a letter from President Dwight 
L. Clarke of Occidental, which reported. 
on the company’s stewardship of the 
Register business since 1937, when it 
was acquired in connection with the 
purchase of Guaranty Life. Occidental 
has paid all death claims in full since 
that time, totalling some $1,530,000, as 
well as all endowment maturities on 
policies in force. A reduction in the 
lien has been made each year. 

“I wish to compliment the manage- 
ment of the Occidental Life Insurance 
Company upon its excellent results and 
to assure you it is a pleasure to say 
to you that this is a job well done,” 
Mr. Fischer told Mr. Dougherty. 


New Social Security Bill 
Appears in U. S. Senate 





(CONT’D FROM PRECEDING PAGE) 


these matters should be considered 
apart from controversial questions, and 
forecast agreement. 

_ Green says his bill proposes four ma- 
jor changes. 

He proposes that the same benefits be 
paid to a person who is totally disabled 
as to one who has retired. 

He proposes that protection for old 
age, survivorship, and disability be ex- 
tended to all gainfully employed per- 
sons, including farmers and other self- 
employed persons. 

He recommends the addition of insur- 
ance for hospital care. 

He said Blue Cross and other private 
plans would not be interfered with. The 
social security board would be instructed 
to cooperate with these agencies and in- 
stitutions and use their organization in 
paying the benefits. He proposes that 
an amount equal to 1% of payrolls be 
set aside in a hospitalization fund and 
used to pay for hospital care, either 
directly or through some of the private 
ee that are already in the 

e 

He proposes that the rate be fixed, 
temporarily, at 2% each on employer 
and employe to cover retirement bene- 
fits, survivors benefits, disability benefits 
and hospital benefits. 

Green’s bill would give every person 
in the armed forces a wage credit of 
$160 a month for every month in the 
service. 





Get your copy—1945 Time Saver for 
Accident and Health Insurance. $4 from 
The National Underwriter. 
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Allyn Reviews 


Conn. Legislation 


HARTFORD — Commissioner Allyn 
in reviewing new insurance legislation in 
Connecticut stresses especially the action 
made necessary by the S.E.U.A. decision 
and public act 15. 

One of the most important measures 
enacted was that revising the tax laws 
applicable to non-resident and foreign 
insurers. Formerly the state had been 
leaning entirely on reciprocal or retalia- 
tory laws to collect taxes from com- 
panies of other states on their Connecti- 
cut business. Now it was deemed 
necessary in order to protect tax rev- 
enues to impose a specific premium tax 
on non-resident companies. The sections 
of the law governing fees payable by 
companies and their agents, as well as 
by fraternal benefit societies, were also 
revised to remove discrimination. 

Another measure removes any ques- 
tion as to the authority of officers and 
directors of domestic insurers to exercise 
their discretion in approving the payment 
of taxes imposed by Connecticut and 
other states. 


Other Anti-Discrimination Acts 


Other laws make domestic as well as 
non-resident and foreign companies sub- 
ject to annual licensing; provide for pub- 
lication and suspension of company 
licenses without discrimination; make the 
statutory liability for negotiating a con- 


tract of insurance in this state in behalf - 


of an unlicensed insurer applicable to all 
companies, whether domestic, non-resi- 
dent or foreign. 

ny domestic life company is now per- 
mitted to loan or invest its funds to an 
amount not exceeding in the aggregate 
5% of its total admitted assets in loans 
not permissible under its charter or 
under the general statutes. This per- 
mits them to make loans to returning 
veterans under the G. I. Bill of Rights 
and to invest in housing projects, sub- 
ject to the 5% limitation. 

The commissioners’ 1941 standard or- 
dinary table of mortality at 34%% is 
legalized as a permissive valuation 
standard for life policies. 

Another bill permits the writing of 
so-called family group hospital or med- 
ical policies, which companies have here- 
tofore been barred from writing in 
Connecticut. 


Glass Quits Ala. Department 
to Join Pioneer L. & C. 
MONTGOMERY, ALA.—Brooks 


Glass, acting superintendent of insur- 
ance of Alabama since January, 1945, 
has resigned to became secretary of 
Pioneer Life & Casualty of Gadsden, 
Ala. 

Mr. Glass entered the Alabama depart- 
ment as an examiner in 1939 and was 
deputy superintendent prior to becoming 
acting head of the department on the 
death of Frank N. Julian. 

Pioneer Life & Casualty was organ- 
ized as a stock company July 1, 1944 
under the mutual aid or industrial insur- 
ance law of Alabama with a paid in capi- 
tal of $25,000. This qualified Pioneer 
L. & C. to write up to $500 life insurance 
and it also writes hospital and surgical 
benefits on a weekly premium basis. At 
the time of organization the management 
intended as soon as it was on a firm 
foundation to increase its capital and 
quality as an old line legal reserve com- 
pany. On April 24 of this year stock- 
holders voted to sell 25,000 shares at $20 
per share, par vaue $10. This will pro- 
duce $250,000 additional capital and 
$250,000 paid surplus. 

There is a limit on the stock of $1,000 
any one person can purchase. The pur- 
pose of that limitation is to get as wide 
a representation throughout the state of 
stockholders as possible. Pioneer Life 
& Casualty has sold about 25% of the 
stock to date and on July 7 purchased 
$100,000 of series G war bonds to put 
up with the state and it already had 
$25,000 in bonds up with the state. This 


XUM 


qualifies Pioneer L: & C. under the law 
to write ordinary in any size policies and 
it will probably be selling ordinary by 
Aug. 1. It will reinsure all over $2,500: 

B. L. Carter is president. Formery he 
had been with Metropolitan Life at 
Gadsden 15 years. He has served as 
president, vice-president and _ national 
committeeman of the Gadsden Associa- 
tion of Life Underwriters. He has been 
a steward in the First Methodist Church 
since 1934 and has served as president 
and vice-president of the Men’s Bible 
Class. 

Lee Roy Ussery, executive vice-presi- 
dent in charge of agencies, was state su- 


pervisor for Shenandoah Life. 
one of the organizers of the Gadsden 
Association of Life Underwriters. He 
is ‘district lay leader in the North Ala- 
baina Methodist Conference, president of 
Gadsden Salesman Club and treasurer 
of Alabama Salesman Club. 

K. G. Fowler, treasurer, was agent and 
superintendent for Brown-Service Insur- 
ance Company of Birmingham for 10 


years. He is chairman of the board of 
deacons of East Gadsden’ Baptist 
Church, superintendent of Sunday 


school, vice-president of Civitan Club 
and district commissioner of Boys 
Scouts. 


He was_ 


John W. Burnett, who ‘is a C.P.A,, 
resigned as secretary July 1 due to the 
increase’ in*his public accounting work. 
He is succeeded. as secretary by Mr. 
Glass. 





Maj. David Gantz, associate general 
agent of Pacific Mutual in Cincinnati in 
civilian life, has been promoted to lieu- 
tenant colonel while serving in the army 
with a transport unit in India. An army 
reserve officer, Col. Gantz reported for 
active duty in 1941 and has been in 
India 3% years. He is a brother of 
Joseph M. Gantz, general agent. 








THEY'RE PRACTICALLY SHOVELING DOLLARS! 


Of course, that is not strictly true. Our men are not literally shoveling 
dollars. If they were, we would probably be out there with a big scoop, 
too, instead of writing about it. 







But we are not straining the facts too much. 


Last year our top ten representatives averaged $22,296.21. 


The first thirty-five averaged $15,433.74. 
The leading hundred averaged $9,742.36. 


Now we find that cash earnings of our sales representa- 
tives have increased 54% during the first five months of this 
year. Jn dollars and cents that means $2,000'morE every day 
(including Saturdays and Sundays) than last year. 


Wouldn’t you say that’s practically “shoveling?” 


Check up on the dollars dumped into your own check book during 
the first five months of this year, and see how they compare. Then in- 
quire about a Franklin Agency contract. 


We provide the shovel (highly salable contracts) ... and the dollars 
(generous commissions). 





FRANKLIN LI 


SPRINGFIELD, ILLINOIS 


CHAS. E. BECKER, PRESIDENT 


INSURANCE 
COMPANY 


DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over $285,000,000 of Insurance in Force 
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Highest N. Y. Court Holds 
for Insurer on Age Issue 
and Incontestable Clause 


An incontestability clause does not 
bar the insurer from litigating the ques- 
tion of the insured’s true age in an 
effort to limit the coverage to the 
amount procurable at insured’s_ cor- 
rectly stated age, for the premium paid, 
the New York court of appeals, highest 
tribunal of that state, has held in over- 
ruling the appellate division. This is 
the first time that the New York court 
of appeals has ruled on this issue. 

In 1923 Minnie A. Bradbrook took out 
$25,000 insurance, in the application 
giving her age as 46. She died in 
1940 and her husband was paid the face 
of the policy less the amount of a 
loan. The next year New York Life 
brought an action against the husband 
alleging that Mrs. Bradbrook was 62 
and not 46 when she took out the pol- 


icy. The same premium at that age 
would have brought $15,077 of insurance. 
New York Life specifically grounded 
its action on fraud. The jury in the 
trial court found for New York Life 
on the issue of fraud. The appellate di- 
vision reversed on the law and facts. 
However the court of appeals so far 
as the facts were concerned pointed out 
that Mrs. Bradbrook’s daughter and her 
niece testified that the assured was ac- 
tually 16 years older than she repre- 
sented herself to be. New York Life 
produced six different documents signed 
by Mrs. Bradbrook between 1888 and 
1900 in which she had sworn that her 
year of birth was 1861, and not 1877. 
On the incontestability issue the court 
of appeals observed that the position 
taken by New York Life involves no 
contest of or attack on the policy itself. 
It represents an effort not to invalidate 
or cancel the policy but to confine the 
liability within the expressed terms of 
the policy. The incontestability clause 
does not prohibit a contest, the purpose 
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... BUT WHAT ABOUT 
LIFE INSURANCE? 


Many amazing devices have been promised 
for the post war era that will make life easier 
and simpler. Whether or not they all come 
true, there will still be mortgages to pay, 
children to educate, families to support, and 
some people just practical enough to want a 
sure safe way to accumulate money on which 


Up to now we have heard of no electronic 
canvasser, remote control sales kit or push 
button bank account for those who suddenly 
find themselves in need of money. 


Life Insurance in the post war era will be 
doing just what it is today. Perhaps there will 
be refinements, but it will be the life insur- 
ance representative, meeting individuals face 
to face, presenting his method of establish- 
ing financial security that will continue to 
make life happier and richer for millions of 


In the post war era, just as today, Great 
Southern representatives will be prepared 
to fulfill the life insurance needs of the people 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


L. S. ADAMS, PRESIDENT 


HOUSTON, TEXAS 








of which is to demand the enforcement 
of a term of the policy itself. 

The case was New York Life vs. 
Veit et al, exrs. (CCH 504230). 

Earl S. MacArthur, Perlie P. Fallon 
and Ferdinand H. Pease represented 
New York Life and Walter L. Post, 
Robert M. Post, LeRoy B. Iserman, 
Narlan S. Perrigo appeared for the 
estate. 





Fete Hendrickson as 
Bankers Life Man of Year 


Carl R. Hendrickson of Holdrege, 
Neb., his wife and 15-year-old son Bruce 
were guests of President G. S. Nollen 
and other officers of Bankers Life of 





Des Moines in celebration of Mr. Hen- 
drickson being the company’s “Man of 
the Year for 1944,” by selling over $1 
million of new business, and being presi- 
dent of the 1944-45 Premier Club. 

Mr. Hendrickson’s home town has a 
population of 3,623. It is the center of 
a rich agricultural section, which Mr. 
Hendrickson is covering thoroughly. 
During 1944 he wrote $1,017,020 insur- 
ance, about half in town and half in 
the country. During that year he 
worked 275 days, made 1,090 calls which 
resulted in’ 1,009 interviews; spent 1,- 
576 hours in the field and 1,172 hours in 
the office. He closed 267 cases, his aver- 
age being $3,848. 

For the Premier Club year ending 
June 30, Mr. Hendrickson sold $900,- 
000 new business. 

Mr. and Mrs. Hendrickson and Bruce 
were the guests of honor at a number 
of social events during their visit to 
Des Moines. ; 





Wood Agency of Chicago 
Wins Plaque Permanently 





The Freeman J. Wood general agency 
of Lincoln National Life at Chicago has 
just won the permanent possession of 
the annual efficiency plaque among class 
1 agencies with its effort in President’s 
month in honor of President A. J. Mc- 
Andless. The plaque is to be engraved 
and probably soon will be presented to 
the agency at a dinner in Chicago by 
a company official The Wood agency 
won the award previously in 1940 and 
1941. 


Becker Agency Runner-Up 


The Lester S. Becker agency of St. 
Louis was runner-up this year, having 
won a leg on the plaque previously. 

Lincoln National agencies are divided 
in three classes, based on number of 
agents under contract, class 1 being the 
largest type. The efficiency award, 
which has been made since 1937, is an 
annual one which takes into account the 
all-around showing of the agencies, in- 
cluding average paid production per 
agent, increase over agency quota and 
general efficiency of operation. 


Gusweiler Heads Union 
Central Sales Training 


Fred W. Gusweiler has been named 
manager of the sales training division 
of the agency department, Union Cen- 
tral Life. 

Mr. Gusweiler has been director of 
training in five states for WMC. 

Union Central has spent. several 
months developing preliminary plans 
in this connection. 


Kavanaugh Tells Why State 


Supervision Is Preferable 


At the Business Men’s Assurance sales 
conference in Denver, Commissioner 
Kavanaugh of Colorado outlined the dis- 
advantages of federal supervision as 
against state supervision. He said state 
supervision encourages growth of young 
companies. He believes distribution 
among many companies is better than 
having just a few, as would be the case 
in event of federal supervision. Too 





much power concentrated in Washing- 
ton, Mr. Kavanaugh said, would be to 
the disadvantage of the insurance busi- 
ness. 

Chairman W. T. Grant reviewed the 
gradual but constant broadening of types 
of insurance protection. 





poe R & R IS PLEASED 
TO ANNOUNCE A GIFT OF 
$1,000 TO THE PURDUE UNI- 
VERSITY SCHOOL OF LIFE 
INSURANCE NOW BEING 
ORGANIZED. TWO REASONS 
PROMPT US: 


FIRST, when a university such 
as Purdue expresses its willing- 
ness to cooperate fully with the 
life insurance industry in the 
improvement of the channels of 
distribution, the industry should 
be glad to underwrite the proj- 
ect, and to insure its ultimate 
success. 


SECOND, we desired to re- 
member the great work of 
Alden C. Palmer of our organi- 
zation and of Dr. George E. 
Davis of the university, in con- 
ducting the school during its six 
pioneering years. Here were 
laid the foundations for the 
present extensive program. 


* * * 


THE GIFT HAS BEEN AC. 
CEPTED BY PRESIDENT 
ELLIOTT AND DR. F. B. 
KNIGHT. THESE MEN MEET- 
ING WITH THE PURDUE 
UNIVERSITY COMMITTEE 
CONSISTING OF LEWIS I. 
PETZOLD, VANCE L. BUSH- 
NELL, CLIFFORD H. ORR, 
WENDELL F. HANSELMAN, 
J. R. TOWNSEND, IVAN SNY- 
DER AND A. C. PALMER, 
WILL DETERMINE THE 
FINAL DISPOSITION OF THE 
FUND. 





PAUL SPEICHER 
Managing Editor 
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Metropolitan Life Manual 
Outlines Procedures for 
Reinducting Service Men 


Metropolitan Life has sent all district 
managers a manual outlining plans for 
reception of more than 2,700 members 
of the field personnel who are or have 
been in service. Reception plans will 
mark completion of the Metropolitan 
program initiated in 1940 with allow- 
ances for men and women in service. 

The manual outlines in full the com- 
pany’s program for representatives who 
return and provides full information and 
instructions to guide managers in re- 
appointing, retraining and reintroducing 
homecoming members of the field or- 
ganization. There will be three full 
weeks of reintroduction by an assistant 
manager and at the end of six weeks 
an invitation to the home office for a 
one-week seminar at company expense. 


Comprehensive Information Given 


The manual outlines what is expected 
of the manager when he receives the 
returned veteran; day-by-day procedure 
for introducing the agent to the debit 
over a three-week period; a handbook 
briefing changes in procedures and prac- 
tice since September, 1940; the G. I. Bill 
of Rights, National Service Life Insur- 
ance, etc. Plans for retraining returning 
veterans also are under way in the 
Pacific Coast and Canadian head offices. 

The first seminar at the home office 
was held the week of April 9 and simi- 
lar seminars are being conducted at 
regular intervals. Seminars are attended 
by an average of 20 men from all parts 
of the country. The plan provides for 
those who will return in the future and 
for those who returned in 1942, 1943 and 
1944, although attendance at the home 
office classes is optional. As of June 
4, 2,329 agents, clerks, assistant man- 
agers or managers were still in serv- 
ice; 319 had returned to the company 
and 78 had elected not to return. A 
total of 29 died in combat, two were 
missing in action and seven had been 
prisoners of war. 





Returns from Army: Makes 
Round Table in Six Months 


Alden Smith, who returned from 
army service last December to resume 
life insurance sales work with the E. 
T. Proctor agency of Northwestern 
Mutual at Nashville, has qualified for 
the Million Dollar Round Table with 
about $20,000 to spare and with $100,- 
000 still pending in the medical de- 
partment. During the last six months 
of 1944 business totaling about $100,000 
on his clients had been written and 
credited to him. This looked like a 
small start toward his second consecu- 
tive qualification for the round table 
but he produced more than the neces- 
sary $900,000 during the first six months 
of this year. He qualified the first 
time for the round table just before en- 
tering the service. He was in the army 
2% years advancing from first lieuten- 
ant to major. 

He is the third member of the Proctor 
agency to qualify, the others being Mr. 
Proctor and Julian Walter. 





Runs N. D. State Insurance 
Unit from Jail 


. BISMARK—While serving a term in 
jail for driving while drunk, C. J. 
Meyers, manager of the North Dakota 
state hail insurance department, set up 
an office in the jail to carry on the work 
of his office. Mr. Meyers was ousted 
from office by S. A. Olsness, who was 
Named acting insurance commissioner 
when Oscar Erickson was impeached by 
the lower house of the legislature. When 
the senate found for Erickson in the 
trial and he was returned to office, he 
at first named Meyers “acting manager” 
of the hail department, knowing that 
the governor would not approve the ap- 
pointment of Meyers as manager. Later, 
however, Erickson changed his strategy 


and contended that Meyers had never 
ceased to be manager on the theory 
that Mr. Olsness lacked authority to 
remove him. 


IN U. S. WAR SERVICE 


ist Lt. L. C. Nelson, special services 
officer, AAF Convalescent Hospital, 
Fort Thomas, Ky., has been promoted 
to captain. Capt. Nelson entered the 
army in 1942. In civilian life he was 
managing director and executive secre- 
tary of Cleveland Life Underwriters. 


Last September, Sam H. Bright, man- 
ager at Spokane of Bankers Life of 
Des Moines, mailed a Christmas box to 
a former member of his agency, Lt. Ed- 
win A. Rensmeyer of Boise, in service 
abroad. Lt. Rensmeyer was wounded 
in the battle of the bulge Dec. 21. On 
April 2 the army ‘captured the hospital 
in Germany in which he was being held. 
He was flown to France and after treat- 
ment there was brought back to Baxter 
General Hospital, Spokane. All this 
time, the Christmas box was following 
him all over Europe. It was finally re- 
turned to Spokane with the notation that 
Lt. Rensmeyer was reported missing in 
action. Two days after the package was 











returned, Lt. Rensmeyer reached the 
Spokane hospital, where Mr. Bright 
handed him the Christmas box, with all 
the contents in tip-top shape. 


Lt. Col. Jack Bowes of Des Moines, 
former assistant general counsel of 
American Mutual Life, is en route back 
to Gen. MacArthur’s headquarters at 
Manila after a short visit with his fam- 
ily. He had been overseas 27 months 
and was on MacArthur’s staff as chief 
of the traffic division, which handles 
movement of troops and supplies. 


Capt. Harold Van Every, formerly a 
star agent of the R. E. Shay Twin City 
agency of Bankers Life of Des Moines, 
is back at his home in Minneapolis after 
having been released from a German 
prison camp by Allies. He has picked 
up about 45 pounds of the weight he 
lost while a prisoner of war. Van Every 
was a star player on the Minnesota 
aa team before going to Bankers 

ife. 


Maj. H. H. Wilson, New York general 
agent of Equitable Society, has been 
transferred from the War Department’s 
National Service Life Office to the per- 
sonnel division, army _ service forces, 
Washington, in which division there are 
also several other insurance men. No 
announcement has been made concerning 
the nature of their work. 


Negro Group Hears Dineen, 
Johnson and Rowland 


NEW YORK—tThe National Negro 
Insurance Association held an executive 
session here this week. It was prin- 
cipally a meeting of the executive com- 
mittee to discuss investments, postwar 
planning and how to help the returning 
veterans. Speakers the first day included 
Superintendent Robert E. Dineen of 
New York, President Holgar J. John- 
son of Institute of Life Insurance,. and 
Frank A. Rowland, executive secretary, 
Life Office Management Association. 
There were about 50 in attendance. 


Hartford C.L.U. Meeting 


At the annual meeting of the Hart- 
ford C. L. chapter, Lewis W. S. 
Chapman, assistant of the Sales Re- 
search Bureau, discussed the future of 
more advanced preparation for life in- - 
surance salesmen and the post-war prob- 
lems of life insurance. 

Joseph T. McCance, associate gen- 
eral agent for Aetna Life, and new pres- 
ident of the Hartford Life Underwriters 
Association, discussed public relations. 

Present officers, who had served since 
reorganization of the chapter in Janu- 
ary, were reelected. Wilbur S. Pratt, 
Northwestern Mutual Life, is president. 
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Like the extra engine on a loaded train, the 
Lincoln National Life Supplemental Term Rider 
helps a man’s protection program over the spots 
where his needs are particularly great. 

This non-participating rider, newly announced 
by The Lincoln, can be attached to a wide variety 
of new policies in an amount equal to and up to~ 
twice as much the face value of the principal con- 


The Lincoln National 


Fort Wayne 1 





SUPPLEMENT 


fessional men. 


Indiana 





tract. It is offered for 10, 15, or 20 year periods on 
principal contracts of $2500 or more. For standard 
risks it carries the usual conversion privileges. Its 
cost is very low. Example: At age 35, 15 year Sup- 
plemental Term, $7.60 a $1,000. 

LNL men find this rider of particular value in 
programming business insurance and sales to pro- 
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Quality Is Post 
War Objective 


(CONTINUED FROM PAGE 1) 


whom our present agents will be proud 
to be associated. We must have a care- 
fully organized training program, spe- 
cific in nature, operating on a planned 
schedule under the direction of a well- 
trained management staff. Both old and 
new agents must be keenly aware of the 
fine standards of selection and training 
maintained in their agency. This can 
be a great force in building esprit de 
corps and in motivating men to do ef- 
fective work for clients. The prestige 
of the agent will be undermined if there 
is any letdown in our standards of se- 
lection or training. 


Cost Angles Viewed 


“3. It would be too costly. The word 
‘costly’ is used in a dual sense. First, 
indiscriminate recruiting would impair 
the prestige of life insurance and life in- 
surance selling. This prestige is neces- 
sary to attract good men and is a valu- 
able asset which must be conserved. 

“Second, excessive cost results from 
indiscriminate recruiting, along with the 
superficial training and supervision, as 





well as the high turnover which must 
inevitably accompany it. If, for example, 
it costs $1,500 to recruit, train and su- 
pervise a new man for one year, then 
the cost of five men is $7,500. If one 
man survives until the fifth year then 
the induction cost of one fifth-year man 
is $7,500. If two survive, this induction 
cost is $3,750 for each fifth-year man; if 
three survive, it is $2,500. This cost 
factor is self-evident to agency depart- 
ments which analyze their investment in 
new organization:” 

Eight basic principles to minimize the 
dangers of indiscriminate recruiting and 
improve selection are presented by the 
committee: 

“1, Able field management. The key- 
man of the agency system is the agency 
manager. He must be a man of charac- 
ter and experience, possessing the qual- 
ity of leadership, and thoroughly trained 
to do his job well. 

Recruiting Limitation 

“2. Recruiting Limitation. The agency 
department and the manager should 
carefully analyze the situation of each 
agency and _ especially evaluate the 
capabilities of the present management 
staff. They should then establish the 
maximum number of new men for each 
agency based on the estimated capacity 
of that agency to thoroughly select, 
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Commentary 


Training At All Levels 


' Commonwealth is committed to a policy of training 
the trainers, and one of the most important trainers 


in the Industrial Department is the assistant man- 


Commonwealth doesn’t stop with its managers but 
provides home office training school facilities to 
assistant managers as well. 
of Commonwealth’s Industrial Department, for ex- 


' ample, recently spent a full week of intensive training 


Thus, as Commonwealth’s training program un- 
folds, it becomes increasingly clear that all Com- 
monwealth career underwriters are being fortified 
with the know-how which will play a vital part in 


their success in the days ahead. 


Insurance in Force, June 30, 1945—$253,577,566 
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MORTON BOYVO, President 
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train and supervise that number during 
the coming year. 

“Agency managers who have not dem- 
onstrated their ability to develop suc- 
cessful men during the last five years 
should not be permitted to spend time 
and money trying to establish new 
agents. They should be replaced as 
managers. 

“3, Sound financial situation. It 
should be recognized that a man is not 
likely to stay long in the business if he 
cannot take home enough cash to bal- 
ance his budget—and that debt is a most 
potent cause of turnover. It is impor- 
tant, therefore, that new agents who do 
their work well and take their jobs seri- 
ously should be assured of enough 
money, either from earnings or else- 
where, to provide a reasonable standard 
of living for at least two years. This 
should be done in some manner which 
does not put the agent in debt. 

“It is unsound to permit men to en- 
ter the business on a shoestring, which 
fact stresses the need of a sound finan- 
cial situation for each agent. If a man’s 
standard of living is too high in relation 
to his potential production, or if the 
company or manager is unwilling under 
reasonable circumstances to make up 
the difference between earnings and the 
minimum requirements of a sound 
budget, then the man should not be ap- 
pointed. 


Careful Selection 


“4. Selection. The committee _ be- 
lieves that selection is the joint respon- 
sibility of the manager and home office. 
We strongly recommend that selection 
devices, the aptitude index or any other 
effective selection test should be made 
a definite requirement. It is essential 
to interview the prospect several times 
to learn as much as possible about the 
man’s qualifications from his references, 
his family and his past history. We also 
strongly recommend the required use 
of credit reports and unqualified fidelity 
bonds. 

“It is better for the agency manager 
to invest an extra five or 10 hours in 
finding out about a prospective agent 
than to waste many hours each week 
for 50 weeks trying to develop a man 
who lacks the aptitude for our business. 

“5. Training. A sound training pro- 
gram for agents is essential. It is a 
definite responsibility of the home office 
to see that such a program exists and 
that agency managers use it. 


Set Standards Up 


“6. Standards of performance. Stand- 
ards of performance for the apprentice 
agent should be strict but reasonable, 
and the contracts of all men who cannot 
or will not meet these standards should 
be promptly terminated. Six months in 


life insurance is an incident in a man’s: 


life; two years represents a_ business 
failure. 

“7, Induction cost. Every company 
should know its own cost of recruiting, 
educating and training a new man. 
Where a thorough induction job is done, 
this cost, including the agency manager’s 
time, normally involves an investment 
of $1,500 or more. Accurate knowledge 
of this cost will do more than anything 
else to bring a vivid realization of the 
need for careful selection. 

“8. Home Office Responsibility. Most 
important of all, it is necessary that the 
company establish policies and set up 
objectives which will help—not hinder— 
a sound program of recruiting. 

“The main fundamental to keep in 
mind is the major objective of a com- 
pany, whether such objective is volume 
production as such or the building of 
sound agency organization. We realize 
that volume production is necessary. 
However, if a company successfully es- 
tablishes a sound agency organization, 
satisfactory volume production must in- 
evitably follow.” 





R. R. Lee, vice-president and agency 
director of Southwestern Life, addressed 
a meeting of the Fort Worth Life Man- 
agers & General Agents Club Monday 
on “The Financing of Agents.” 


Life Organization Chiefs 
Hold Regular Conferences 


To bring about greater cohesion in 
the operations of the major life insur- 
ance organizations and make them more 
effective, regular meetings of their top 
executive officers, initiated last fall at 
the meeting of the Institute of Life In- 
surance, are being continued on a pe- 
riodic basis. 

Participants are: Robert L. Hogg, 
manager and general counsel American 
Life Convention; Dave E. Satterfield, 
Jr., general counsel, and Bruce E. Shep- 
herd, actuary Life Insurance Association 
of America; James E. Rutherford, ex- 
ecutive vice-president National Associa- 
tion of Life Underwriters; John Mar- 
shall Holcombe, Jr., manager Sales Re- 
search Bureau, Frank L. Rowland, ex- 
ecutive secretary Life Office Manage- 
ment Association, and Holgar J. John- 
son, president Institute of Life Insur- 
ance. 

The meetings -have resulted in a 
clearer definition and better coordination 
of the operations of the various organ- 
izations and provided an opportunity for 
an exchange of information and view- 
points. 





Form Dallas Estate Council 


The Dallas Estate Council was set 
up as a permanent organization at a 
meeting of attorneys, accountants, trust 
officers and life insurance men and 
women. Two representatives each, from 
the four cooperating groups were named 
to the board of governors. Life men 
on the board are James D. Edgecomb, 
John Hancock Mutual Life, president 
Dallas Association of Life Underwriters, 
and Lem C. Swinney, Pacific Mutual 
Life, retiring president Life Insurance 
Managers Club of Dallas. The board 
elected Clarence E. Sample, Mercantile 
National Bank, chairman. 

John Paul Jackson, attorney, spoke on 
“Federal Taxation as Related to Trusts 
and Estates.” 


“A FULL HOUSE’ 


A Hand That Can’t Lose 
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ACCIDENT HEALTH INSURANCE 
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HOSPITALIZATION 


‘A POLICY TO FIT EVERY NEED 
OF THE PROSPECT 


NO PROBLEM OF OUR AGENTS 
IS TOO BIG OR TOO SMALL 
TO RECEIVE 101% CONSIDER- 
ATION 


POSTAL LIFE Deals this kind 
of a hand to all its agents. 


Let Us Deal You In 


TERRITORIES OPEN IN MISSOURI, 
KANSAS, IOWA and NEBRASKA 
For further information 


WRITE 
O. R. JACKSON, VICE-PRESIDENT 
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INSURANCE COMPANY 


“An Old Line Legal Reserve Life Insurance 
Company” 


4727 Wyandotte St. Kansas City 2, Mo. 
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Results for Texas in 1944 Reported 








Acacia Mutual ...... 
MONG EAIO: 6 0 oc caves 
(G) 
Alliance Life ........ 
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Bankers Union Life.. 
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cause of liberal 


6,112,057 
8,586,244 
31,865,488 
1,083,511 
97,500 
1,721,160 
966,500 
482,927 
31,926,973 
199,500 
109,842,452 
139,050 
252,341 
1,717,361 
14,073 
14,384,410 
7,000 
631,390 
6,761,935 
2,155,480 
1,346,465 
5,690,533 


2,670,649 
3,522,005 
424,218 
28,192 
99,570 
10,150,995 
24,548,788 


3, 772,480 


Characterized since 1887 
by a conservative manage- 
ment that has fostered con- 
fidence, Bankers Life has a 
record of fidelity to the 
sound principles of under- 
Its field force is 


happy and prosperous be- 


that insure their profits and 
On these prin- 


ciples we are expanding and 


contracts 


(Figures are ordinary unless designated (G) 
for group or (I) for industrial.) 
New amar 


In Force 


25,154,049 
118,219,706 
158,505,729 

6,465,038 
296,000 
4,949,345 
1,061,100 
3,882,230 
141,667,061 
888,500 
456,118,506 


19, 487,616 
4,450,798 
104,027,173 
153,950 
3,178,782 
20,491,478 
6,811,501 
8,154,349 
59,597,914 
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19,764,693 
6,015 
16,551,734 
684,032 
13,417,505 
2,486,703 
2,651,948 
31,411,497 
6,980,487 
2,515,291 
25,089,662 
44,241,476 
53,856,767 
9,909,555 
8,345,760 
221,694 
14,096 
786,740 
40,689,097 
58,557,522 
269,500 
7,242,043 
1,709,949 
3,943,089 
5,300,857 
332,000 
116 
30,591,425 
3,161,400 


688,099 
8,573,535 
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New Business In Force 
$ 
(G) 171,500 482,500 
(I) 12,471,216 28,136,874 
Great Amer. Reserve. 6,865,504 7,509,307 
Great National ...... 4,228,261 24,603,667 
(G) 760,037 2,685,216 
Great Northern ..... 243,668 1,416,811 
Great Southern ..... 18,976,152 212,054,368 
(G) 961,000 11,480,600 
Guarantee Mutual 3,372,532 15,016,425 
Guardian Life, Tex... 1,372,939 2,485,795 
Home Owners, Tex... 228,560 121,579 
FLOUIe: BtRte: ... «05s eo.0s 3,003,581 
(1) 8,816,822 
Illinois Bankers ..... 5,758,467 
Indianapolis ........ 24,399,037 
{ntrtl. Trav. Assur... 5,705,834 
Jefferson Standard a 91,520,378 
John Hancock Mutual 20,297,038 
(G) 11,842,458 
(I) 
Kansas City Life..... 
LAMmSr ESl6 ook c.o-6 60:0 
Legal Standard, Tex. 
Elke Of. Vass oosccn ts a 13: 
Lincoln Liberty ..... 220, 780 1. "389, 657 
Lincoln National .... 20,17 134,958,935 
(G) 501.055 3,123, 018 
Lutheran Mutual .... 1,097,830 9,6 
Manhattan Life ..... 235,633 6,196,271 
Mass. Protective 69,041 1,011,364 
Metropolitan ........ 612,504 32,631,346 
(G) 74,739,350 224,144,950 
(1) 15,422 6,568,239 
Midland National ... 202,000 861,801 
Minnesota Mutual ... 5,230,136 34 6: ere 
(G) 2,129,283 876 
Modern Life ........ 1,140,430 2 199. 105 
Monarch Life... . i 4,010 80,086 
Mortis Pian ..6.%565. 2,990 2,990 
Mutual Reserve, Tex. 116,603 102,007 
National Educators... 838,500 1,540,200 
National Life & Ace. 10,356,175 63,710,920 
(G) 445,400 1,835,700 
(I) 28,408,228 130,169,496 
National Life, Tex... 52,000 3,089,198 
New England Mutual. 3,899,913 16,782,878 
North Am. Mut., Tex. 208,200 208,200 
-North Amer. Reas... 4,859,000 25,329,600 
Northwestern Natl.... 3,369,475 34,266,087 
(G) 685,000 18,141,995 
Occidental Life, N. C. 1,179,425 5,254,768 
Occidental Life, Cal.. 2,171,188 12,298,371 
(G) 129,000 14,113,677 
Ohio National ....... 966,747 14,137,722 
i Ue re 48,000 2,920, 038 
Old Republic Credit.. 4,229,814 1,681,559 
Pacific Mutual ...... 3,687,401 53,123,072 
Fele bard, TOs. «..<: 700,854 506,780 
Pan-American ....... 2,772,885 24,295,611 
(G) 6,500 94,500 
Paul Revere Life.... 930,379 2,892,189 
Phoenix Mutual ..... 887,097 6,751,897 
Pioneer American 9,732,341 39,685,813 
Protective Life ...... 1,001,643 6,450,917 
(G) 400 383,400 
Provident Life & Acc. 757,746 6,349,150 
(G) 275,250 2,497,750 
PUOGGUEIBE on ks ee wiees 44,734 24,121,555 
(G) 6,468,665 14,416,482 
(I) 18,523 5,798,139 
Pyramid Life, Ark... 302,800 5,315,872 
Pyramid -Life, Kan... 331,715 4,278,097 
Reliable Life ........ 1,544,764 2,972,661 
(1) 23, 360,789 30,647,983 
Reliance Life ....... 1,647,534 32,058,863 
Republic National 8,606,186 34,422,047 
Reserve Life, Tex.... 830,478 2,851,252 
Reserve Loan Life... 4,955,004 16,494,069 
(G) 3,082,640 9,842,993 
(1) 2,526,252 2,128,763 
Rio rande Natl..... 2,301,446 7,447,158 
°C... Vawwees 1,000 
(1) 9,872,012 28,888,226 
Rural Life, Fem. .<.<. 3,433,524 10,597,777 
Seaboard Life ....... 6, 125,521 41,575,077 
Security Life & Ace. 1,694,909 14,540,552 
South Coast Life, Tex. 1,560,841 3,727,774 
South. Life & Health 498,000 1,941,967 
(G) 7,728,000 13,383,000 
(1) 5,604,901 9,610,520 
Southern National 303,300 474,357 
Southern States ..... 4,488,809 11,078,579 
Southland Life ...... 15,041,316 179,424,067 
(G) 1,821,900 6,574,813 
Southwestern ....... 41,917,571 410,221,547 
(G) 16,880,404 43,420,888 
Southwest Res. Mut.. 84,724 2,293,168 
Standard Life, Ind... 6,000 41,000 
State Farm Life..... 481,711 1,139,360 
SUat@ Tate is iiesaniewase 1,688,739 39,743,322 
State Mutual Life.... 1,734,185 8,726,110 
State Reserve Life... 2,801,909 17,391,638 
(G) 134,750 1,261,750 
TORRE TING 6 isc oe a as 3,313,662 32,219,322 
Texas Prudential Ae 5,376,741 33,851,709 
I) 13,035,870 55,971,904 
Texas State Life..... 903,005 7,164,427 
WYGVGQIOUS. |< ii-clde ss tee 7,050,894 59,762,881 
(G) 40,604,376 105,387,870 
Union Central ....... 3,199,509 84,856,266 
Union Reserve Life.. 6,000 1,551,507 
United Benefit Life.. 4,804,023 17,162,342 
United Fidelity ...... 9,583,913 57,347,058 
CGN i. cadens 195,000 
Universal Life & Acc. 911,000 5,387,147 
( 16,494,701 36,633,287 
Universal Life ...... 878,862 1,843,609 
(1) 6,200,792 10,441,532 
Victory: Efe 2.022: 0% 1,314,511 6,349,439 
Volunteer State Life. 2,098,971 22,651,488 
Washington National. 1,637,185 4,966,210 
(G) 316,000 746,605 
(I) 9,126,752 20,604,697 
Watchtower Life ae 39,500 133,369 
(1) 942,317 2,502,416 
West Coast Life..... 770,020 9,933,056 
(G) 131,500 1,157,000 
Western Reserve .... 3,801,570 21,674,019 
(G) 45,200 954,850 
A ee ee ee ere 242,50 213,500 
Total, Ordinary 443,529,602 3,224,190,769 
Total, Groups... ss 252,979,194 806,872,832 
Total, Industrial.... 252,621,701 416,313,337 
Total, All Lines.... 949,130,497 4,447,376,938 


Fraternal. 





Seventh 


The Seventh War Loan 
is, like all previous war 
loans, a mighty success, 
with the quota oversub- 
scribed. 


And 


NAT 





. in the Seventh 
...as in all the others... 
Lite Insurance has played 
an outstanding part. 
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EDITORIAL COMMENT 





I'he Army and Navy Insurance Plans 


Though their work is by no means 
finished, it seems appropriate that there 
should be a word of appreciation for the 
fine job that has been done by the War 
and Navy Departments’ insurance divi- 
sions. As one insurance executive re- 
marked, “They haven’t been too tough 
on us and they’ve let us make a dollar or 
two.” 

Insurers have not sought to make big 
money out of government insurance busi- 
ness but of course they didn’t want to 
lose their shirts, either. It was neces- 
sary for each side to view the situation 
from the other’s position. It was essen- 
tial for the government to be able to 
make use of the many varied and special- 
ized services of the insurance business 
rather than setting up its own organiza- 
tion to do this work. At the same time 
costs had to be watched closely. The 
officers administering the government’s 
insurance plan had at all times to be 
mindful of defending their actions 
against possible later criticism and in- 
vestigation. 

There have been times, of course, 
when it seemed as if some important 
point could not be worked out satisfac- 
torily but these have been compromised 


in one way or another. The government 
has had the benefit of the insurance 
companies’ experience and skilled per- 
sonnel while the companies have been 
able to continue without too great dis- 
ruption of their normal methods of doing 
business. 

The fact that officers are held to strict 
accountability for their actions, particu- 
larly in dispensing large amounts of the 
taxpayers’ money, is probably an inevit- 
able hindrance to the simplest and most 
expeditious handling of some situations 
but it does have the merit of protecting 
everyone concerned against future criti- 
cism. 

It would be a pity, after the fine serv- 
ice Of the government’s insurance officers 
and the insurance business, if some 
future investigation, poking around into 
the records of this war, should be able 
to come up with something apparently 
unsavory about the way the War or 
Navy Departments handled their insur- 
ance transactions. The following of the 
prescribed procedure, though taking a 
little longer at times when delay seemed 
irksome, has nevertheless had the effect 
of forestalling even unjustified criticism 
of their work. 


Putting Appeal Into Idea of Saving 


When a father tells his son or a life 
insurance agent tells a young prospect 
that he should save money, it is about 
as effective as saying, “Be a good boy.” 
There is no doubt about the wisdom 
of saving money, but both the father 
and the agent have the problem of 
getting their listeners to do it. The 
wisdom must be reflected in a specific 
plan; it must appeal to the prospect in 
either case as being very practical and 
personal. 

A man who has made a success of his 
own life and who does most of his 
Saving through life insurance recom- 
mends to his children as they reach 
maturity and become interested in such 
things that they save each month a 
number of dollars equal to their years. 
“If you do this,” he tells them, “at 
65 you will be in very good shape and 


can thumb your nose at anyone you 
please. Even if you never draw a 
dime’s worth of interest on your ac- 
cumulations, you will be in the king 
row. The essential thing is to put it 
away and never touch it.” 

The man’s own predilection is for 
life insurance, and he regards that as 
the backbone of any program, but he 
doesn’t rule out other forms of property 
such as common st@cks. The appeal of 
the program is that the person will 
have no trouble remembering it as the 
years go by. On the contrary, tying 
it to his age will make him keenly 
aware of failing to maintain it. 

Any life insurance agent can take 
these figures, run them through his rate 
book, and make them look like a million 
dollars more than the aggregate of the 
monthly accumulations. 


Variety to Choose From 


Fortunately for the people of this 
country there are various kinds of life 
insurance companies that give different 
brands of service and contracts and 
have an appeal to buyers of every kind. 
Some have developed most excellent 
group departments, others have taken 
up pension trusts and are devoting con- 


siderable effort to writing business of 
that character. Many are specializing on 
payroll deduction insurance, others 
major on juvenile policies. Actuaries 
have devised plans to meet various de- 
mands. 

A person can have participating or 
non-participating insurance. He can do 


business with a purely mutual company, 
a fraternal or he can deal with a capital 
stock company. 

We have, too, the oldfashioned more 
simple company that writes only per- 
sonal forms of insurance. That is, it has 
insurance for various personal demands 
where the individual is insured. 


Therefore, a purchaser of insurance 
has a chance to look over a wide field 
and make the selection that seems to 
meet his needs the best. Life insurance 
has adapted itself to many contingen- 
cies so that the personal demands of a 
purchaser can be met in a way that he 
thinks he is the best served. 








PERSONAL SIDE OF THE BUSINESS 





J. M. McCormack of Tennessee, presi- 
dent of the National Association of In- 
surance Commissioners, arrived at 
Memphis Monday morning from Roch- 
ester, Minn., where he had undergone 
an operation for removal of gall bladder. 
He was met at the train in Chicago 
Sunday morning, taken to a room in the 
Union League Club and looked atter 
there by insurance friends until board- 
ing the train for Memphis. 

Mr. McCormack looked well but he 
intends to remain at his home at Mem- 
phis for three or four weeks to complete 
his recovery before resuming his duties 
at the state house. 

Lowell L. Newman, associate gen- 
eral agent of Penn Mutual in Fort 
Wayne, Ind., sold over $1 million of 
life insurance the first half of 1945, 
again qualifying for the Million Dollar 
Round Table, of which he has been a 
member for 11 years. 

V. J. Skutt, vice-president of Mutual 
Benefit H. & A. and United Benefit Life, 
has been appointed general chairman of 
the United War & Community Fund at 
Omaha. He was assistant general chair- 
man last year. 

Lt. and Mrs. Henry J. Southern, Jr., 
of Providence announce the birth of a 
daughter. Lt. Southern is second vice- 
president, underwriting department, of 
Union Mutual Life, and is on leave of 
absence while serving with the navy. 

Curtis Lamb of Des Moines has re- 
turned from overseas service in Italy 
as a Red Cross field director and has 
rejoined Aetna Life there. He was lead- 
ing producer of the Des Moines agency, 
also president of the Des Moines C. 
L. U., secretary of the Des Moines As- 
sociation of Life Underwriters and a 
director of the Des Moines Accident & 
Health Association. 

Samuel A. Aaron of the Kellogg Van 
Winkle agency of the Equitable So- 
ciety in Los Angeles, has qualified for 
the Million Dollar Round Table, with 
paid business for the calendar year in 
excess of $1,300,000. 

G. Howard Ferguson, president of 
Crown Life and former premier of On- 
tario, has become chancellor of the Uni- 
versity of Western Ontario. He was 
formerly Canadian high commissioner to 
the United Kingdom. 

John M. Sisk, agency supervisor of 
the L. W. Spickard Agency of Bankers 
Life of Des Moines in Milwaukee, has 
been elected president of Marquette 
University Alumni Association. He also 
is president of the Marquette “M” Club, 
athletic letter men’s organization. He 
was a star on the football team before 
graduating. 

J. Edward Optekar of Pittsburgh, 
regional group manager of Bankers Life 
of Des Moines, is a director and chair- 
man of the speaker’s bureau of the re- 


cently-organized United Smoke Council 
of Pittsburgh and Alleghany county, de- 
signed to eliminate the smoke nuisance. 

John A. Philpott of Phoenix, Ariz., 
after being in the life insurance business 
only one year has written more than 
$1 million of business. He is district 


manager for Northwestern Life of 
Seattle under State Agent Tom A. 
Duke. Mr. Philpott specializes in en- 


dowments and about 65% of his busi- 
ness is on that plan. He is an assidu- 
ous student. 


With the departure of the youngest 
son of Nathan P. Knight, Wichita pro- 
ducer of Penn Mutual, for coast guard 
training, Mr. Knight’s entire family is 
now in service. His two daughters are 
WAVES, his son-in-law is in Guam and 
his oldest son is a navy lieutenant. 

J. H. Stewart, Jr., vice-president and 
treasurer of Farmers & Bankers Life, 
who is grand senior warden of the Kan- 
sas Grand Lodge, A. F. & A. M., was 
honored at a reception in Wichita at- 
tended by masonic grand lodge officials 
and other distinguished Masons. 

G. L. Shoup, assistant general agent 
at Grand Rapids, has qualified for a life 
membership in the consecutive weekly 
production club of Lincoln National Life 
by reason of having turned in an appli- 
cation for 1,000 consecutive weeks. He 
has been with Lincoln National more 
than 20 years, serving at Battle Creek, 
Bronson, Mich., and Grand Rapids. 

Richard Rhodebeck, vice-president and 
director of agencies of United States 
Life, left last week on a six-week busi- 
ness trip to visit branch offices in Cuba, 
Puerto Rica and Venezuela. 


John W. Yates, general agent of Mas- 


sachusetts Mutual Life, has been re- 
elected president of the Church Federa- 
tion of Los Angeles. 


DEATHS — 


John T. Friary, 59, supreme treasurer 
of Royal Arcanum since 1936 and an 
officer since 1909, died at his home in 
West Roxbury, Mass., following brief 
‘illness. He was born in Roxbury and 
became an office boy in Royal Arcanum 
in 1902. Mr. Friary in 1920 was elected 
grand regent of Royal Arcanum of Mas- 
sachusetts. He held all subordinate 
council offices and later represented the 
state in the supreme council. 

Ilya S. Neushul, a leading agent of the 
Hughes general agency of Massachu- 
setts Mutual in Chicago and a former 
member of the Kerensky government in 
Russia, died from a heart attack this 
week at the age of 60. 

He was born in St. Petersburg (now 
Petrograd) and was a graduate of the 
University of St. Petersburg and did 
graduate work at the Sorbonne in Paris, 
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WHAT ABOUT 


Women Agents 


WITH CGAL-WESTERN ? 








Does Cal-Western want women 
agents? 


(Yes. This Company was the 
first life insurance company to 
establish a Home Office Wom- 
en's Division under the super- 
vision of a woman. With a 
C.L.U. degree and 19 years of 
successful field-selling experi- 
ence she was well qualified to 


do the job.) 
Was Cal-Western's faith in 


women agents justified? 


(Yes. Production from women 
agents increased 300% from 
1941 to 1944.) 


Do Cal-Western Women 
Agents sell mostly to women? 


(No. Cal-Western's women 
agents are trained to do an 
all-round job. 32% of their 
business in 1944 was submitted 
on male lives, 399% on female 
and 29% on juvenile.) 


Is there a growing interest on 
the part of women in a life 
insurance career? 


(Yes. 55% of the business paid 
for by women agents in 1944 
came from 1944 appoint- 
ments.) 


Are Cal-Western women 
agents trained to do a profes- 
sional job? 


(Yes. 58% of the applications 
written were submitted with 
complete cash settlement with 
the application.) 


“The "Agency Minded' Com- 
pany” operating in Eleven 
Western States and Hawaii. 


CALIFORNIA-WESTERN 


STATES LIFE 


INSURANCE COMPANY 


Home Office: Sacramento 














XUM 


Mourn 'Death of 
Travelers President 








L. EDMUND ZACHER 


L. Edmund Zacher, president of Trav- 
elers, who died at the age of 67, was 
one of the nation’s most respected in- 
surance executives. 








training for a diplomatic career. Mr. 
Neushul came to this country in 1915 as 
head of a mission from Russia, met a 
University of Michigan girl and married 
her. They returned to Russia, where he 
was in Kerensky’s political cabinet in 
public relations and- propaganda work. 
When the bolshevists took over he was 
forced to hide and in 1919 escaped to 
this country. 

Mr. Neushul entered life insurance 
selling in 1924 with the old Julius Meyer 
agency of New England Mutual in Chi- 
cago and joined the Hughes agency in 
1940. He reached nearly a million of 
paid production in several years. 

John C. Sebastian, 52, a leading pro- 
ducer for Union Central Life at Cincin- 
nati many years, died from complica- 
tions which set in following a minor op- 


eration. He was a past president of the 
Cincinnati Life Underwriters Associa- 
tion. 


Joining Union Central following his 
graduation from high school, he at- 
tended University of Cincinnati evening 
classes and graduated in 1922. He made 
a splendid production record, becoming 
a consistent $500,000 or better producer 
and was a member of the Million Dollar 
Round Table. For a time he was assist- 
ant manager of the Cincinnati agency 
before returning to personal production. 

Albert C. Donham, 38, manager farm 
management division, financial depart- 
ment of Union Central Life, Cincinnati, 
died at his home after an illness of sev- 
eral months. He started with the com- 
pany 18 years ago as a clerk and prior 
to his appointment 1% years ago as 
manager, served six years as assistant 
manager in the farm management divi- 
sion. 

R. Ingraham Jones, 43, general agent 
at Fort Worth for Republic National 
Life, died at his home there after an 
illness of several months. He graduated 
in business administration at Oregon 
State College, and then for eight years 
was with Hawaiian Electric Company 
of Honolulu. He had been in life in- 
surance since 1935. 

Julius P. Hansen, 60, special agent of 
the Walter P. Wetzel agency of Frank- 
lin Life. at Green Bay, Wis., died at 
the wheel of his automobile from a heart 
attack. 

Alfred E. Driscoll, 75, an agent of 
Aetna Life in Grand Rapids, Mich., died 
in Wesley Memorial hospital, Chicago, 
after a short illness. He had lived in 
Grand Rapids for 32 years and was ac- 
tive in civic, church and fraternal af- 





U. C. Agents Utilize 


the Juvenile Market to 


Build Sales 2 Ways 


- 1. INCREASE TOTAL SALES NOW ----- 





2. ASSURE A BIGGER FUTURE 








U. C. agents are making increased sales in the expand- 


r= ing Juvenile Market. The company’s juvenile policy, 


designed to cover the 0-14 age group, is proving a 
very effective sales tool. Remarkable records are 
being made by the older agents who are writing the 
bulk of this business. They are accomplishing two 
objectives at once — increasing total sales now and 
paving the way for repeat sales in the future. 


It’s part of the home office plan to provide policies 
U. C. agents can sell so they may enjoy a high stand- 
ard of living. One of the reasons why U. C. is known 
as “an agents’ company.” 
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The UNION CENTRAL LIFE 


INSURANCE COMPANY 


CINCINNATI, OHIO ‘ 
Over $500,000,000 in Assets 








fairs. He founded the Grand Rapids 
Community Chest. 

M. C. Stowell, 76, retired cashier of 
Berkshire Life in Detroit, died suddenly 
from a heart.attack. He retired Jan. 1, 
1944, after 55 years with the company, 
more than 50 of them with the Detroit 
agency. 


SALES MEETS 


Summer Meetings 


of Equitable, N. Y. 


Walter L. Gottschall, director of 
agencies of Equitable Society in Chi- 
cago, will address several of the sum- 
mer conferences to be held by midwest- 
ern agencies of that company in the 
next three months. 

On his itinerary are the P. B. Hobbs 
agency gathering at the Edgewater 
Beach hotel, Chicago, late in July; the 
H. A. Chipman agency of Columbus at 
the Mayflower hotel, Akron, July 25; F. 
G. Holderman, Jr., agency, Peoria, IIl., 
there Sept. 12-15; H. E. Kerber agency 
of Elgin, Ill., at Lake Lawn, Delavan, 
Wis., Aug. 20-22; Herman Moss gen- 
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eral agency of Cleveland, Edgewater 
Beach hotel, Chicago, Aug. 7-10; M. C. 
Nelson agency of Des Moines at Hotel 
Ft. Des Moines, Sept. 23-25; C. W. 
Poole agency of Aberdeen, S. D., Curtis 
hotel, Minneapolis, Aug. 23-25; R. M. 
Ryan agency of Detroit, at Johnson’s 
Rustic Tavern, Houghton Lake, Mich., 
Sept. 4-7; C. W. Streeter agency of St. 
Paul at the Sunset Beach hotel, Glen- 
wood, Minn., Aug. 30-Sept. 1, and Fitz- 
hugh Traylor agency of Indianapolis at 
the Edgewater Beach hotel Aug. 13-18. 





N. Y. Life Okla. Rally, Outing 


Southwestern Oklahoma agents of 
New York Life spent July three days 





at Lake Lawtonka, combining educa- 
tional programs with an outing. Wil- 
liam P. Stagg, state agency director, 
conducted the meetings. 
Republic National Parley 

Owing to war conditions and _ the 


absence of annual agency conventions, 
the general agents of Republic National 
Life were called to the home office at 
Dallas for a two-day conference. 





York Agency Outing, Conference 
The Toledo agency of Equitable So- 

ciety, of which Caleb York is manager, 

held an outing and sales conference at 
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* The State Life Insurance Company has paid 
$148,000,000 to Policyowners and Beneficiaries 
since organization September 5, 1894 . . . The 
Company also holds over $61,000,000 in Assets for 
their benefit .. . A total of $20,000,000 is invested 
in War Bonds and U. S. Government securities... 
Agency opportunities — with up-to-date training 


and service facilities—for those qualified. 
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Clear Lake, Ray, Ind., with about 30 
in attendance. Clifford Lundgren, as- 
sistant manager in Detroit, conducted a 
round table discussion. 


COMPANY MEN 


K. D. Hamer V.-P. 
and Agency Director 
of Pan-American 











Kenneth D. Hamer, formerly assistant 
of Union 


superintendent of agencies 
Central Life, has 
joined Pan-Ameri- 
can Life as _ vice- 
president and 
agency director. 

Mr. Hamer is 
well known in the 
life insurance field. 
For more than 18 
years, he has been 
associated with 
Union Central and 
for thie past 410 
years has held the 
position of assistant 
superintendent of eancik i sinmes 
agencies. 

Mr. Hamer started his life insurance 
career in 1927 as an agent for the Union 
Central in Kansas. -He became one of 
its leading producers, qualifying for the 
first Half-Million-Dollar Club in 1930. 
In 1934, Mr. Hamer was appointed 
assistant manager at Kansas City. His 
record of agency development in Kansas 
City caused Union Central to invite him 
to join its home office agency staff. He 





assumed this position in 1936. A year 
later, he was made an officer of the 
company. 

About 18 months ago, Mr. Hamer 


became interested in the nation-wide 
training within industry program. He 
studied the job relations, job instruc- 
tion, and job methods programs as they 
applied to industry, and then made an 
adaptation of these principles for train- 
ing the new life insurance agent. 

During the past year and a half, Mr. 
Hamer has been in charge of Union 
Central’s recruiting and training pro- 
gram. 

Mr. Hamer was a high school princi- 
pal at Ellsworth, Kan., when he joined 
Union Central. He attended Kansas 
State Teachers College and graduated 
from Kansas University. 


Sichelstiel A. & H. 
Head of Reliance; 
Gregory Retires 


Bertram L. Sichelstiel, with the com- 
pany 26 years and since 1935 an assistant 
secretary, has been 
appointed head of 
the accident and 
health department 
in the home office 
of Reliance Life. 

He succeeds Le- 
Roy P. Gregory 
who introduced ac- 
cident and_ health 
policies for Reli- 
ance and who has 
now retired as vice- 
president in charge 
of the A. & H. de- 
partment after al- 
most 34 years of 








B. L. Sichelstiel 


service. ‘ 
Mr. Sichelstiel was educated at Prince- 
ton and Harvard law school. After 


practicing law for a short time he served 
in the ordnance department of the army 
in the former war. His career with Re- 
liance Life has been in the A. & H. de- 
partment where he started as an under- 
writer in 1919. In recent years he has 


had much to do with the development 





. methods for A. & H. 


of new accident and health policy fea- 
tures. 

The retirement of Mr. Gregory was 
announced at a luncheon which was at- 
tended by Reliance directors, officers and 
department heads. Vice-president Rob- 
ert C. Kneil was chairman and speakers 
included Mr. Sichelstiel, Claim Manager 
Howard J. Walters, Director Olin M, 
Eakins, Executive vice-president Jay N. 
Jamison, President Arthur E. Braun and 
Mr. Gregory. 

Mr. Gregory has spent his entire busi- 
ness life in the A. & H. field. He was 
born in 1878 at Albion, N. Y., and grad- 
uated from Cornell in 1901. He entered 
the insurance business in Kansas City 
with U. S. Casualty as an investigator 
of liability claims and in 1902 went to 
the New York office as an investigator, 
underwriter and later adjuster in charge 
of A. & H. claims. ‘ 

He went to Reliance Life in 1911, to 
inaugurate A. & H. insurance additions 
to its life policies. He introduced the 
accident policies tn 1912, and the next 
year brought out a ¢ombination of life, 
accident and health insurance called 
“Perfect Protection.” He also helped 
to train the life organization in selling 
and traveled ex- 
tensively. 

Mr. Gregory was appointed assistant 
secretary in 1914. He was elected vice- 
president in 1926 and a director in 1935, 


N. Y. Life Makes 
Field Changes 


New York Life has established a 
southeastern division under Don Parker 
as superintendent of agencies with jur- 
isdiction over Alabama, Florida, Geor- 
gia, Kentucky, Maryland, Mississippi, 
North and South Carolina, Tennessee, 
Virginia, West Virginia and District of 
Columbia. He has headquarters in the 
home office. 

Ray Minier remains in charge of the 
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southern department at Atlanta with the 
title of inspector of agencies. 

The eastern department under R. L. 
Campbell, superintendent of agencies, 
has had its territory extended to in- 
clude Pennsylvania and New Jersey. 
The New York City branches now are 
included in the greater New York City 
area, and Henry Lievestad, assistant 
vice-president at the home office, is su- 
pervising there. Joseph M. Schirmer, 
inspector of agencies, in charge of New 
York City, and Frank Burk, inspector 
of agencies at Boston, continue unaf- 
fected by the changes. The central di- 
vision under H. H. Hicks, superintend- 
ent of agencies, Chicago, has been 
enlarged to include Ohio. 


Phila. Hospital Insurer 
Converts to New Basis 


American Mutual Benefit Insurance 
Company of Philadelphia which was in- 
corporated April 23, has now been li- 
censed in Pennsylvania and will write 
hospital insurance exclusively. It is 
reinsuring by assumption the entire busi- 
ness of American Mutual Benefit Asso- 
ciation which had been in business since 
1918 and which in 1941 began writing 
hospital insurance exclusively. The 
change was made, according to Vice- 
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president Glenn E. Harsh to enable the 
organization to broaden its service, as 
the benefits it was possible to offer un- 
der the laws governing the old corpora- 
tion were limited. 

he premium income of the associa- 
tion for 1944 was $206,065. The officers 
of the new company are the same as 
for the old association, they being 
George W. Lefferts, president; Mr. 
Harsh, vice-president; J. Lester McCoy, 
secretary; A. C. Cannon, assistant sec- 
retary, and Dr. Samuel Ellis, medical 
director. The offices are at 1321 Wal- 
nut street. Giving effect to the rein- 
surance assumption assets are $102,205, 
policy reserves $29,067, claim reserve 
$12,624, surplus $50,047. 

American Mutual Benefit features pre- 
miums of 50 cents a month, 75 cents 
a month and $1 a month. The applica- 
tion fee is $1 for the 50 cent a month 
contract, $1.50 for the 75 cent a month 
and $2 for the $1 a month. 

For 50 cents a month the policy pays 
$20 a week for eight weeks for hospital 
expenses resulting from sickness or ac- 
cident in any 12 consecutive months. It 
pay $20 a week for 16 weeks for hospital 
expenses resulting from loss of both 
hands, both feet or both eyes or one 
hand and one foot by accident. It pays 
up to $20 extra for operating room, 
x-ray, etc., costs. After the policy has 
been in effect 10 months or longer it 
gives 10 days maternity benefits. 

The 75 cent a month policy pays at 
the rate of $30 a week and the $1 a 
month contract at the rate of $40 a 
week. For any member of the family 
under 16 the benefits at the rate of $20 
a week cost 35 cents a month. 





Curry, Linthicum in Central 
Assurance Executive Posts 


Harold E. Curry has been appointed 
general manager and Robert B. Lin- 
thicum of New Haven, Conn., director 
of agencies of Central Assurance of 
Columbus, O. 

Both have been associated with the 
Farm Bureau companies of Columbus 
for a number of years. Mr. Curry has 
been actuary of those companies, but 
since 1943 has devoted his time to actu- 
arial work for the casualty and fire 
companies of the group. He is chair- 
man of the medical insurance committee 
of the Health & Accident Underwriters 
Conference and has attracted much at- 
tention and commendation for his analy- 
sis of the problems involved in that 
line and his recommendations of pro- 
cedures by which it may be written. 

Mr. Linthicum had been with the 
Farm Bureau group since 1934, recently 
as home office life and group department 
special representative. 

Central Assurance has been writing 
accident and health since 1917 and 
ientered the life field in 1934. B. 
Paddock, secretary, has been the main 
factor throughout its career. 


Starke Named by Berkshire 


Ralph G. Starke has been appointed 
manager of Berkshire Life’s bond de- 
partment. Mr. Starke, a graduate of 
Cornell University, has been connected 
since 1925, with Blyth & Co., New York 
City. 








Guy H. Strafer has joined Continental 
Casualty and Continental Assurance to 
take charge of the securities trading de- 
partment. He has been with Harris 
Trust & Savings Bank, Chicago. 

Samuel A. Rattner, who has gone with 
Westminster Life of Chicago in an 
executive capacity, formerly was resident 
vice-president at Chicago for General 
Transportation Casualty & Surety. He 
had held that position since 1939 and 
prior to that was the executive in charge 
of the old Yellow Cab Mutual. West- 
minster, it is understood, contemplates 
entering the A. & H. field. 








Old Line Joins Research Bureau 


Old Line Life has joined Sales Re- 
search Bureau, increasing the number of 
member companies to 144. 













>(oY HEIR policy was presented by a full-time 
“v, representative trained to analyze their 
needs and to prescribe accordingly. 


They know that their Non-Cancellable Acci- 
dent and Health and their Life insurance, 
both being Paul Revere, were fitted to their 
needs and budgets in a scientific manner. 


They know that their company in having 
offices in all the 48 states, the District of 
Columbia and Hawaii is geared to give good 
claim service—that for which the insurance 
was originally purchased. 


They know that they are policyholders of a 
growing, progressive organization. 
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LIFE AGENCY CHANGES 





Cleveland, Baltimore 
Wilmington Sun 
Life Changes 


Lewis C. Richards, Jr., has been ap- 
pointed manager for Sun Life of Can- 
ada at Cleveland, replacing J. Victor 
LeLaurin, who has been granted leave 
of absence due to ill health after 15 
years service, including four years with 
the Cleveland branch. 

Sun Life has also appointed A. D. 
Grant as manager at Baltimore in place 
_ of Mr. Richards, and J. D. Siner takes 
over as manager at Wilmington, Del., 
succeeding Mr. Grant. 

Mr. Richards joined Sun Life in 1937 
at Pittsburgh. He was promoted to 
agency assistant there less than a year 
later and was transferred in 1940 to 
take over as manager at Baltimore. 

Mr. Grant became associated with 
Sun Life in 1923 at Montreal. In 1926 
he was transferred to Philadelphia and 
shortly afterwards received the appoint- 
ment of division secretary at Wilming- 


ton. He became manager at Wilmington 
Branch in 1941. 

Mr. Siner has been with the Wilming- 
ton branch since he joined the company 
in 1931. He gained his C. L. U. desig- 
nation in 1933 and during the past years 
has been a consistently large producer, 
having frequently qualified for honours 
in the company’s Big Producers’ Club. 

Mr. LeLaurin first became attached 
to Sun Life in 1930. In 1932 he was 
appointed manager at Little Rock, in 
1935 at San Diego, and in 1940 at Kan- 
sas City. Mr. LeLaurin was transferred 
to Cleveland in 1941. 





Manson District Manager of 
N. W. Mutual in Rockford 


L. C. Manson of Northwestern Mu- 
tual Life at Aurora in the B. J. Stumm 
Agency, has been appointed district 
manager at Rockford with office in the 
Gas-Electric building. 

In 1935-1941 he was assistant man- 
ager of the Sam Lustgarten agency of 
Equitable Society in Chicago, and in 
1941 he moved to Aurora to join the 
Stumm agency as special agent. June 1, 





TOMORROW'S Calculator 








Why not discover for yourself how easy it is to operate a 
FRIDEN...as the Calculator, not the Operator, does the 
Work. FRIDEN FULLY AUTOMATIC CALCULATORS 
today incorporate modern design with unexcelled figure 
work production. Telephone or write to your local Fridén 
Representative and conveniently arrange for a demonstra- 
tion of tomorrow’s calculator on your own work...today, 


Fridén Mechanical and Instructional Service is available in approximately 250 
Company Controlled Sales Agencies throughout the United States and Canada. 


FRIDEN CALCULATING MACHINE CoO., INC. 


HOME OFFICE AND PLANT ¢ SAN LEANDRO, CALIFORNIA, U.S.A. * SALES AND SERVICE THROUCHOUT THE WORLD 





when Kimball Cormack was promoted 
by Northwestern Mutual from district 
agent at De Kalb, IIl., to general agent 
at Des Moines, it was decided to en- 
large efforts in northern Illinois and the 
De Kalb and Rockford agencies were 
combined and the district headquarters 
moved to Rockford. Mr. Manson has 
supervision over De Kalb, Winnebago 
and Boone counties. 

Mr. Manson has been vice-president 
of the Aurora Association of Life 
Underwriters and is a member of the 
Illinois Round Table. 





Collier to Denver 
for Am. National 


American National has appointed 
Keith R. Collier as manager of its ordi- 
nary agency at 
Denver, succeding 
R. W. Wallack, 
who will devote his 
full time to his in- 


creasing personal 
clientele. 
Mr. Collier en- 


tered the business 
as a personal pro- 
ducer for Jeffer- 


son Standard in 
1937. In 1943, he 
was promoted to 





district manager at 
Corpus Christi, 
Tex. During his 
first year in that city, in addition to 
his other duties, he personally produced 
more than $700,000 of new business and 
in 1944 he paid for over $1 million. For 
a period of 104 weeks he wrote $10,000 
or more in new applications each week. 

Mr. Collier is vice-president of the 
Corpus Christi Life Underwriters As- 
sociation and has just completed a term 
as vice-president of the Texas state as- 
sociation. He has been serving as a 
director of the Corpus Christi Exchange 
Club. 


Patch Aid to Brown of 
Prudential at Cleveland 


B. A. Patch, Jr., who has been as- 
sociated with the Walter H. Brown 
ordinary agency of 
Prudential at Cleve- 
land 14 years, has 
been appointed as- 
sistant manager to 
take care of the de- 
velopment of the 
business in Cleve- 
land and Cuyahoga 
county. 

Mr. Patch has 
formerly served as 
assistant manager, 
supervising the 
field organization in 
northeastern Ohio. 

He is a gradu- 
ate of University of Michigan and re- 
ceived a master’s degree in business ad- 
ministration there. He is also a C.L.U. 

He succeeds R. D. Wells, who was 
given the position of manager in the 
Boston ordinary office. 


Keith R. Collier 








B. A. Patch, Jr. 





Commonwealth Names 
Welch Unit Mgr. in Cleveland 


Commonwealth Life has appointed 
Faydell J. Welch unit manager in north- 
east Ohio, working under the direction 
of Manager Marcel Dreyfus with offices 
in the Cuyahoga building, Cleveland. 

Mr. Welch entered life insurance in 
1932 with Western & Southern in Mar- 
ion, O. Later he was transferred to 
Columbus. In 1938 he went with Mid- 
land Mutual as agency supervisor, re- 
maining in that position two years. Re- 
cently he has been agency supervisor of 
Illinois Bankers Life in Cleveland. 





Group Men Named 


_John Hancock Mutual has named 
eight home office group representatives: 





Woodrow A. North and Herbert B. 
Marsh, San Francisco; Edwin H. Hoff- 
mann, Milwaukee; Norman N. Gortz, 
New York City; James W. Lilley, Jr., 
Los Angeles; John D. Curtin, Detroit; 
Rodger E. Salzman, Philadelphia and 
Joe H. Cline, Indianapolis. 


U. S. Life Opens New N. Y. 
Unit: Price General Agent 


William R. Price. has been named 
as general agent of the newly formed 
Lincoln agency of 
United States Life 
at 60 East 42nd 
street, New York. 

After graduating 
from Manhattan 
College, Mr. Price 
started in the in- 
surance business 15 
years ago, as an 
agent for Travelers. 
He specialized in 
life and accident 
and health. Later, 
he became general 
agent for another 
company, specializ- 
ing in group insurance on a general 
brokerage basis. 

During Mr. Price’s former connection 
with Travelers he also had an agency 
contract with Provident Mutual. He is 
also a general agent for Indemnity of 
North America. 





W. R. Price 





General American Names 
W. G. Stearns at Beaumont 


W. G. Stearns has been appointed 
general agent at Beaumont, Tex., for 
General American 
Life wit h_ head- 
quarters in the 
American National 
Bank building. He 
has been in the life 
insurance business 
since 1943 and for- 
merly represented 
National Life & 
Accident. Prior to 
his entrance into 
the insurance busi- 
ness, he spent 15 
years in accounting 
and income tax 
work and is an estate specialist. 


W. G. Stearns 





Jefferson Standard Changes 


C. S. Jackson, former manager at 
Huntington, W. Va., of Jefferson Stand- 
ard Life, has been appointed manager 
at Tampa to succeed the late R. Clifton 
Baxter. 

Howard Harper, formerly manager 
at Albany, Ga., has been appointed man- 
ager at Huntington. 

Carrol Scholl, supervisor at Houston, 
has been promoted to acting manager. 





Acacia Mutual Appointments 


Acacia Mutual has opened a new 
branch at Wheeling, W. Va., and has 
appointed Eugene M. Fontany as man- 
ager. He has been with Acacia since 
1934 in the northern West Virginia ter- 
ritory. He has twice been president 
of the William Montgomery Quality 
Club and twice was vice-president. 

James E. Spottswood has been ap- 
pointed manager at Mobile, Ala. Mr. 
Spottswood has been in the life insur- 
ance business at Mobile 10 years with 
Metropolitan Life. 

L. A. Benz has been appointed man- 
ager of the Canal Zone branch of Acacia 
taking the place of J. H. Stevenson who 
is now manager at San Jose, Cal. Mr. 
Benz has represented Acacia since 1937 
and has lived in the Canal Zone since 
1917. 


Lee with Franklin in S. F. 


H. C. Lee, formerly with United Bene- 
fit Life and Mutual Benefit Health & 
Accident, covering Oregon, Washington 
and Idaho, has become northern Cali- 
fornia regional manager in San Fran- 
cisco of Franklin Life, with offices in the 
De Young building. Associated with him 
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is Herman Glazer, who was also in the 
Pacific Northwest for United Benefit 
Life. 





Federal Life Texas Appointments 


C. B. Erwin of San Antonio, Texas 
manager of Federal Life, has appointed 
as district managers Stanley Cole, for- 
merly with the Employers group claims 
department, Corpus Christi; Howard E. 
Rice, for three years with Texas Pruden- 
tial, Victoria; C. S. Davie, formerly with 
United Benefit Life, Amarillo, and A. 
B. Mays, for a number of years in in- 
surance work but more recently a gov- 
ernment engineer, San Angelo. 





Unity Mutual L. & A. Shifts 


C. W. Rodgers, home office inspector 
of Unity Mutual Life & Accident, has 
been appointed manager in San Diego, 
Cal. Heinz Bender of the San Fran- 
cisco district has been appointed as- 
sistant manager. 





Maj. Herbert M. Mee has rejoined 
Northwestern Mutual Life as_ special 
agent in Oklahoma City after nearly 
three years in the air corps. He spent 
a week at the home office, taking a re- 
fresher course. 

A. H. Robinson, formerly supervisor 
of field service at Great-West Life’s 
head office, has been appointed manager 
for Nova Scotia at Halifax. He suc- 
ceeds G. F. Greig, who is retiring after 
40 years with the company. 

Maj. H. Wingfield Richter, who was 
with the Frank C. Hughes agency of 
Mutual Benefit Life in Milwaukee be- 
fore entering service, has been assigned 
to inactive duty and has returned to 
the Hughes agency. He is also a veteran 
of the former war. 





The accident and health policy refer- 
ence book—1945 Time Saver. $4 from 
The National Underwriter. 


NEW YORK 





WOMEN’S LEAGUE TEA 


The League of Life Insurance Women 
held a tea in honor of the retiring 
president, Lillian L. Joseph of Home 
Life, with about 75 present. Mrs. Joseph 
was presented a gift by Bertha Loheed, 
past president, and the new president, 
Helen Wolfsohn, told how the league 
had progressed under her supervision. 
Rosalie Higgins, chairman of publicity, 
presented Ruth Geller, Mrs. Joseph’s 
secretary, a gift from the board. 





GOODMAN GROUP SUPERVISOR 


Walter E. Goodman has been ap- 
pointed eastern group supervisor of Con- 
tinental Casualty, with headquarters at 
80 John street, New York. He was 
with John Hancock Mutual Life from 
1936 to 1943 and since then has been 
with Connecticut Mutual Life in New 
York City, in brokerage supervision and 
sales promotion work. 





BROOKLYN AGENCY CONFERENCE 


Roger Hull, vice president and man- 
ager of agencies Mutual Life of New 
York, spoke at a meeting of the Brook- 
lyn agency at Garden City, N. Y. Wil- 
liam H. Kee, Brooklyn manager, an- 
nounced that four members had quali- 
fied for the National Field Club. A 
demonstration of the new “insured in- 
come” sales presentation was given by 


Ward Phelps, director of training. 





BIERBAUM AGENCY FISH RACE 


Members of the Bierbaum agency of 
Mutual Benefit Life, New York, en- 
joyed a fishing expedition from Bay 
hore, L. I., the day being enlivened 
by the offering in pries in war stamps 
for the largest fish caught, the first 
caught and the most caught. Bill Thur- 
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IS MORE EFFECTIVE 


More than 40% of Pacific Mutual Life and 
Retirement policies issued in 1944 were supple- 
mented by Accident and Sickness protection also. 
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He can sell complete coverage. He uses a def- 
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of favorable factors that makes 
for better client-service. 
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man of the home office got the biggest 











one, Dean Kelsey and G. Gilson Ter- 
riberry tied for the first one and Mr. 
Terriberry won on the toss. Graham 
B. Peake and Mr. Terriberry tied for 
the most caught and again Mr. Terri- 
berry won on the toss. Lou Pomerance 
as master of ceremonies presented the 
prizes at the dinner. 





SECHTMAN NAMED CHAIRMAN 


Louis M. Sechtman, general agent of 
Aetna Life, has been elected chairman 
of the New York City Life Underwrit- 
ers Association to serve for one year. 
Lloyd Patterson, general agent Mass- 
achusetts Mutual, was elected chairman 
of the board of past presidents and How- 
ard Eaton, Northwestern Mutual, chair- 
man of the board of field underwriters. 





HALF MILLION E SALES 


More than 500,000 “E” bond sales 
to individuals have been credited to the 
members of the New York City life in- 
surance organizations serving as volun- 
teer war bond salesmen in the seventh 
war loan. This total exceeds the quota 
and substantially surpasses the record 
for the sixth loan. 

Gale F. Johnston, Metropolitan Life, 


is chairman of the life insurance divi- 
sion. - 

The production record to June 25 
was: 





Individual 
Workers Sales Amount 

Equitable Life.... 3,850 36,884 $ 8,050,786 
Guardian Life.... 300 2,532 418,826 
Home Life....... 180 1,316 745,500 
John Hancock 

()  ) Bere 893 22,290 1,536,015 
Manhattan ....... 111 $38 396,950 
Metropolitan 

(home office)... 11,504 107,447 18,498,390 
Metropolitan (field) 2,300 $1,916 20,299,354 
Mutual Life...... 1,846 16,845 2,263,750 
New York Life... 3,452 194,510 60,614,550 
Prudential (field). 2,116 20,112 2,231,703 
TRG Eee ccctce 39 239 30,245 
General agents.... 89 416 574,650 

Total...cccsecce 26,680 485,345 $105,649,717 








Unionization Hearing in Iowa 

A hearing was scheduled this week at 
Des Moines by the national labor rela- 
tions board on unionization of Metro- 
politan Life agents. The hearing was 
requested by International Union of Life 
Insurance Agents on the question of 
representation of agents of Metropolitan 
in Iowa. United Office & Professional 
Workers of America, CIO, was notified 
of the hearing. 


























to policyholders. 


tee. 
pense is available. 








Growth opportunity is a vital consideration 
in the selection of a career. 
son why so many capable men and women 
stake their future in the field of life insurance. 


Our representatives are backed by a sound 
record of company growth based on service 
Their own growth oppor- 
tunities are enlarged by our complete range 
of policy contracts. both participating and 
non-participating; liberal first year and re- 
newal commissions; friendly Home Office 
service and close cooperation between the 
Home Office and the Field Advisory Commit- 
Group Life Insurance at company ex- 


Attractive opportunities are 
open in Virginia, West Virginia, 
North Carolina, South Carolina, 


Tennessee, 


INSURANCE COMPANY, 


Ceranohe 10, Veeginia 






That is one rea- 
























Alabama and 
Mississippi. 
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AGENCY NEWS 


Detroit General Agent in 
Business 48 Years Aug. 1 


G. M. Robinson, Detroit general agent 
of National Life of Vermont and dean of 
life executives there, will celebrate his 
48th anniversary in the business Aug. 1. 
He started as an agent of Mutual Life 
under the late William Van Sickle in 
1897 and became general agent of Na- 
tional Life in 1920. 

In his 50s at that time, National Life 
officials hesitated for some time to con- 
firm his appointment because they 
thought he was too old to undertake 
management. In his first 20 years as 
a general agent he averaged a personal 
production of $325,000 per year and in 
addition built up the agency’s business 
in force from $6% million to more than 
$51 million.. He wears the company’s 
20-year Leaders Club emblem. 





Active in Organizations 


Mr. Robinson has long been active 
in organization work. He is a past pres- 
ident of the Life Underwriters Associa- 
tion and has served as chairman of many 
important committees of the Associ- 
ated Life General Agents & Managers. 
The past year he was chairman of the 


Life Leaders of Michigan, of which he 
is a life member. His son, Donald, is 
with him as associate general agent. 





Hammell Returns to Besser 


The Monday morning agents’ meeting 
of the E. E. Besser general agency of 
Lincoln National Life of Chicago was 
devoted largely this week to receiving 
and congratulating Clarence W. Ham- 
mell upon his return from naval service. 
Mr. Hammell was the second life agent 
contracted by Mr. Besser when he 
opened his agency for Lincoln National, 
and has been in the service for about 
three years. He was a master-at-arms 
at the Great Lakes naval training sta- 
tion before going overseas, then was 
stationed in Hawaii and more recently 
has been on the “Ottawa,” an attack 
cargo ship. He received honorable dis- 
charge due to being over age. 





Henderson Leads Big Tree 


E. E. Henderson, Pacific Mutual gen- 
eral agent in Chicago, leads all general 
agents in the Big Tree Club year in 
personal production on a unit basis. 
Under the company’s method of credit- 
ing production Mr. Henderson with both 
life and accident business sold _ the 
equivalent of $1,000,000 of life business. 
Five of his agents also are members of 
the Big Tree Club. 








Although John Q. Public values the life insurance that protects him, he 
has not yet learned to properly appreciate the counsel of his insurance 
agent. Here at Central Life, we appreciate the full importance of the role 
the agent plays in properly applying insurance to the best interest of his 


client. We know the value of his service . . . 


both to the client and to 


ourselves. We also know that life insurance begins with the agent. It is 
only after he has converted a prospect into a policyholder that life in- 
surance goes to work. That's why in our advertising, direct mail and pro- 
motional activities, we are primarily concerned with uncovering prospects 
for the agent and helping him to increased sales. 








POLICIES 


Sun of Can. Has 
New Contracts 


Sun Life of Canada has added a more 
liberal type of family income termed the 
family income special. A larger amount 
of term rider insurance provides $15 
monthly income per $1,000 from date of 
death to end of 10, 15 or 20 years from 
date of issue or to age 65. Premiums are 
payable for four years less than the 
period of coverage, which with the in- 
creased payment per $1,000 accounts for 
the relatively larger premium charge 
than on the customary riders. Premium 
rates for the rider are: 





-—Family Income aia Wi 
° 


Age 10 Yr. 15 Yr. -20' Yr... Age 66 
Pre $ 6.50 $ 7.30 $ 8.50 $20.45 
SR err 6.75 7.60 9.10 20.75 
Se 7.00 8.20 10.20 21.20 
aro 7.90 9.70 12.65 22.10 
Pee ha outer 9.80 12.70 17.15 23.40 
i cia 2 oi0 boo: 13.25 17.75 24.65 24.65 
AUN SPO Gere 18.90 25.90 36.30 25.90 
BBa Recep apr 27.65 38.35 ears 27.65 
a ee 40.80 ee re 


Purchase price of an immediate an- 
nuity available in the United States has 
been increased on the plans heretofore 
issued. As an example of the change: 
$1,000 purchased a monthly life income 
without refund of $6.57 for a male age 
65; it will now buy $6.29; on the cash 
refund basis, $4.90 compared to $4.49. 
Incomes guaranteed for 10, 15 or 20 
years also are available as well as a 
joint and last survivor annuity. 


Junior Adjustable Form 


The junior adjustable assurance is a 
participating ordinary life policy provid- 
ing graded death benefit of $200 age 
one, increasing $200 each year of age 
to $1,000 ages 5 to 21 and $5,000 there- 
after. Upon attaining age 21, the in- 
sured may elect to convert to a life paid 
up at age 65 or an endowment age 65 for 
a lesser amount, in which event, the 
reserve on the policy is applied to the 
new policy and the same premium con- 
tinues. The premium rates and amounts 
of insurance available from age 21 for 
ages 0 to 15 are: 

Amount of Insurance 
Available from Age 21 


Paid End. 
Prem. Up 65 Age 65 
$45.05 $4,858 $4,340 

46.4 4,853 133 
47.75 4,849 4,331 
49.10 4,844 4,327 
50.45 4,839 4,323 
51.80 4,835 4,319 
wssicc Dosen 4,830 4,315 
54.90 4,824 4,310 
56.65 4,818 4,304 
58.55 4,812 4,299 
60.50 4,805 4,292 
62.60 4,798 4,286 
64.80 4,790 4,279 
67.10 4,782 4,272 
69.55 4,774 4,265 
72.10 4,765 4,257 





General Am. Retains 
Scale for 8th Year 


The current dividend scale on partici- 
pating annual premium policies issued 
by General American Life is to be con- 
tinued for the dividend year ending June 
30, 1946. This will make the eighth con- 
secutive year the present dividend scale 
has remained unchanged on annual pre- 
mium participating contracts. A new, 
slightly lower scale of dividends has 
been adopted for the dividend year on 
single premium policies and single and 
annual premium retirement annuity poli- 
cies. 

The rate of guaranteed and excess in- 
terest on policy proceeds left with the 
company under optional modes of settle- 
ment and on dividends left on deposit 
will continue at the current rate of 
3.75%. 

‘General American Life experienced a 
net average yield on mean ledger as- 
sets of 4.25% during 1944. 


Northern Life Revises Its 
Family Income Rider 


Northern Life of Washington has 
completely revised and expanded its 
family income contract. It is now being 
written on the level premium basis with 
an immediate cash payment of $200; a 
monthly income of either $10 or $15 
from date of death to end of period se- 
lected, and $1,000 at end of period. 

This nonparticipating rider may be 
attached to any life, endowment or re- 
tirement income policy provided the pre- 
mium-paying period is sufficient to cover 
the plan chosen. The minimum policy 
to which it may be attached is $2,500. 
Premium rates for the rider are: 


-———-Family Income Period, 
10 15 20 10 15 20 
Year Year Year Year Year Year 
$10 per Month $15 per Month 


20 $4.37 $4.89 $5.51 $5.20 $6.20 $7.34 
25 4.53 5.28 6.19 5.54 6.89 8.49 
30 4.91 6.00 7.36 6.20 8.09 10.38 
35 5.62 7.25 9.27 7.33 10.06 13.40 
40 6.84 9.29 12.33 9.21 13.21 18.16 
45 8.85 12.54 17.13 12.21 18.18 25.58 
50 12.06 17.65 24.55 16.96 25.92 37.02 
55 17.11 25.5 oes 24.87 S794 oe cm 
60 24.96 ... 3589 i. os 


Missouri Issues New Policy 


Missouri Insurance Company now is 
writing an industrial 20 payment, 30- 
year endowment policy for both adults 
and juveniles. Automatic extended in- 
surance after three years is provided 
and after five years a cash surrender 
value. The policy is nonparticipating. 
Accidental death or disability benefits 
may be added. 





Options on 2!/,% Basis 


Options 2 and 3 available under modes 
of settlement in New England Mutual 
policies now are on the basis of 244% 
guaranteed interest. Option 2 provides 
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a life income either with no refund or 
on the 10 or 20 years certain basis. 
Option 3 is a life income with cash 
refund. Incomes available under the 
10 and 20 years certain option are with 
only one cent difference at male ages 
15, 20 and 25, those shown as table 271 
on page 658 of the 1945 Little Gem 
Life Chart. Life annuity without refund 
is the same as table 421 and life annuity 
with cash refund is table 422 on page 664. 


ASSOCIATIONS 











Henry Haiman Is New 
Cleveland President 


At the annual meeting of the Cleve- 
Association, 


land Life Underwriters’ 
Henry Haiman, : 
Northwestern Mu- 
tual Life, was elect- 
ed president. He 
succeeds Frank T. 
Ferris, Prudential. 

Donald E. Han- 
son, Aetna Life, is 
first vice-president; 
Frank Taylor, Mu- 
tual Benefit, 2nd 
vice-president; and 
R. A. Wesselmann, 
New York Life, 
treasurer. 

Trustees are: 
Helen Rockwell, 
National Life; H. W. Walters, Western 
& Southern; Harold Hostettler, Reliance 
Life; D. Miley Phipps, New Eng- 
land Mutual; Chalmer F. Lutz, Equit- 
able Society; and E. L. Reiley, Penn 
Mutual. 





Henry Haiman 





Ralph Smith Montana President 
Ralph Smith of Billings was elected 

president of the Montana State Asso- 

ciation of Life Underwriters at the an- 


nual meeting at Helena. He succeeds 
W. G. Preston of Great Falls who was 
elected vice-president. Oscar Gullick- 
son, Billings, is now secretary and the 
trustees are Ed Dolan of Butte, Robert 
Goocher of Missoula and E. L. Gordon 
of Havre. 





Urge Monroe Reelection 


Reelection of John A. Monroe, Jr., 
Great National Life, Dallas, as national 
committeeman of the Texas Association 
of Life Underwriters is urged in a reso- 
lution adopted by the Dallas association. 

When other Texas association officers 
were elected at the annual meeting in 
Fort Worth, election of the national 
committeeman was postponed and the 
position is to be filled by the directors 
through a mail ballot. 





Portland, Ore.— R. Elmo Shannahan 
was elected president. He is serving as 
manager of Connecticut Mutual Life 
while C. F. Merrifield, general agent, is 
in service. Vice-president is R. H. 
Atherton, Prudential; secretary - treas- 
urer, R. E. Reynolds, Aetna Life. L. J. 
Beaucage, Equitable Life of Iowa, is re- 
tiring president. 

Lincoln, Neb.—The annual fellowship 
get-together was the closing session of 
the season. President L. Vern Green- 
wood was in charge and Nate Lieber- 
man handled the entertainment. 

Toledo, 0.—Louis F. Kuhman, Metro- 
politan Life, is the new president; Caleb 
F. York, Equitable Society, and John B. 
Sawyer, Northwestern Mutual, vice- 
presidents. William G. Adams, Aetna 
Life, is retiring president. 

Sanford, N. C.—J. Ashley Allen has been 
named president; George W. Whitehead, 
vice-president; J. M. Pleasants, secre- 
tary-treasurer; Harry G. Gaw, national 
committeeman. 

Rocky Mount, N. C.—A new associa- 
tion has been organized here with 24 
charter members. W. R. Glover is presi- 
dent; H. E. Savage, vice-president; J. R. 
Batton, secretary - treasurer; Leroy 
Savage, state committeeman. 

Mobile, Ala.—The new president is Ed 
Fields, Protective Life; vice-presidents, 








General Agency 


Me 


120 West 57th Street 





Opportunities in: 


An opportunity is available in each of the places 
named for a proven personal producer to secure a 
General Agent’s rate of compensation on his per- 
sonal production — together with longtime re- 
newals. Also the opportunity to build an Agency 
of his own as he becomes qualified to do so. 


If you are ambitious to have your own General 
Agency — and it is not available in your own 
Company, write, in confidence to 


V. W. EDMONDSON, Assistant to the President 


INSURANCE COMPANY 


Founded 1850 


COLUMBUS, OHIO 
TOLEDO, OHIO 
DAYTON, OHIO 
SYRACUSE, N. Y. 
BINGHAMTON, N. Y. 


¢ 


New York 19, N. Y. 
veniisial 











George R. Williams, Life & Casualty, 
and E. Steele Partridge, New England 
Mutual; secretary, W. J. Hendricks, 
American National; national committee- 
man, J. Hunter Grant, Reliance Life. 

Mr. Grant, the retiring president, made 
a brief farewell talk, and Mr. Fields out- 
lined tentative plans for the coming year. 
Secretary Hendricks talked on building 
membership and increasing interest and 
good will. 

Omaha — New officers are: President, 
Lee J. Gillis, manager Northern Life; 
vice-president, C. F. Premer, New Eng- 
land Mutual; secretary, E. L. Smith, Na- 
tion Life & Accident; treasurer, Carroll 
Eisenhart, Metropolitan; directors, J. F. 
Skrinar, Bankers Life of Nebraska, and 
J. F. Brown, Prudential. 

Emmett H. Dunaway, district manager 


of the Social Security Board in Omaha, 
conducted a forum discussion on the 
present social security law, and some of 
the proposed extensions. 

The association closed its year with 
the largest membership in its history, 
195. 

Central Iowa—Seaman A. Knapp, Pru- 
dential, Ames, was elected president; 
Howard Cooper, Washington National, 
Boone, vice-president; Forwelt T. Brown, 
Northwestern Mutual, Ames, secretary, 
and John R. Gross, Metropolitan, Ames, 
treasurer. 

Mason City, Ia.—Ted Kiesselbach was 
named president; Edward Hunt, vice- 
president, and Dave Smith, secretary- 
treasurer. George H. Harrer, Penn Mue 
tual, presented to the association the 








- 


for any reason. 





Perfect Persistency 


ELEVEN OF OUR FULL-TIME AGENTS, 
who have been such for at least five years and are 
in the top 200 on our Leaders Club, ended the 
year 1944 with a record of perfect persistency. Not 
a single policy written by them was terminated 


WITH THE 
COMPANY’S SINCERE COMMENDATION 


their names are inscribed below: 


G. R. Baxer—Davenport, Ia. 

R. M. Horton, C.L.U.—Albany, N. Y. 
P. H. Day Jr.—Paterson, N. J. 

F. M. BrRown—New York City 

J. A. BLanprorp—Dayton, O. 

R. W. Barnwe.ti—Atlanta, Ga. 

G. E. Pemce Jr.—Providence, R. I. 

E. R. Reynotps, C.L.U.—Chicago, III. 
J. W. Musicx—Norfolk, Va. 

J. F. Hotmes—Indianapolis, Ind. 

F. D. Burxe—Sioux Falls, S. D. 


The Mutual Benefit 


Life Insurance Company 
Newark, New Jersey 

















LINCOLN 


B. T. Kamins, Agency Vice-President 


Alliance ee Life 


Insurance Company 
Executive office: 750 N. MICHIGAN AVENUE 
- CHICAGO 11, ILLINOIS 








—meeting place of Nebraska's unique 
unicameral legislature—a city of business 
as diversified as plows and pharmaceuticals. 
Write for “Alliance Life's plans to work 
with you in operating an agency there. 


CAREFUL 
REINSURANCE 
SERVICE 


i Life 
Substandard 
Accident 

Disability | 














R. E. Button, Reinsurance Secretary 
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state achievement trophy won at the 
state meeting. 


San Antonio—Capt. Arthur A. Grusen- 
dorf, chief of educational reconditioning, 
Brooke General Hospital, Fort Sam Hous- 
ton, spoke on ‘Educational Recondition- 
ing, Its Purpose and Scope.” He said 
the returned veteran who is returning 
home sick must be reconditioned so that 
he may return to a healthy attitude to- 
ward life. These men are not attending 
classes through compulsion but have a 
choice and may go from one type of in- 
struction to another until they find the 
one which interests them. 





Pittsburg, Kan.—Wylie J. Pilkenton, 
Prudential, was elected president. He 
gas been acting ‘president for four 


months following the transfer of A. C. 
Owen to Kansas City by Metropolitan. 
Bertrand Ehrman is_ vice-president. 
Secretary Dio D. Daley, Massachusetts 
Mutual, and National Committeeman J. 
S. Kerns, Northwestern Mutual, were 
reelected. A membership drive is plan- 
ned for August. 

Northeastern Wisconsin—Reuben Knuth 
was elected president at the annual 
meeting at Green Bay, succeeding Lau- 
rence E. Balza, New York Life. Harry 
Komp is vice-president; James Quigley, 
Mutual Trust Life, secretary; William 
Heppert, Prudential, treasurer; E. N. 
Clough, New York Life, national commit- 
teeman. 


Tulsa, Okla.—James R. Henley, Equi- 





for the — 


IT 1S 
exceeds $144,000,000.00. 


OPPORTUNITIES — 


qualify 


Edward B. Raub 
President 





A 40 Year Record That Speaks For Itself 


1945 marks the completion of 40 YEARS of well-rounded 
GROWTH, nationally known SERVICE and ACHIEVEMENT 


INDIANAPOLIS LIFE INSURANCE COMPANY 


IT WAS founded as an Old Line Legal Reserve Mutual Company, with 
a clearly defined purpose to furnish low cost insurance and 


to keep QUALITY, SERVICE and SAFETY, FIRST. 


the largest Legal Reserve Mutual Life Insurance Company, 
organized as a Mutual Company since 1905. Insurance in force 


IT HAS an outstanding group of men and women as representatives. 
They are carefully trained career underwriters, capable of 
rendering the highest type of life insurance service. 


THE AVERAGE EARNINGS of the top ten field representatives of the 
Company for 1944 was $16,580.16. 


Some choice cities and territories are still available for men who can 
for a General Agency. Among them are DECATUR, ILLINOIS; 
DAVENPORT, IOWA; CORPUS CHRISTI, TEXAS — and a few other 


cities in Indiana, Illinois, Ohio, Texas, Michigan, Minnesota and lowa. 


_ Indianapolis 
Life Insurance Company 


Indianapolis 7, Indiana 
: An Old Line Legal Reserve Mutual Company 


* 


A. H. Kahler 
Second Vice-President 
: Supt. of Agencies 








table Society, has been elected president; 
Ross E. Dawson, Guardian Life, vice- 
president; Carl Leonard, Guarantee Mu- 
tual, secretary, and R. K. Wilson, Union 
Central, treasurer. Retiring president 
Richard A. Hittson, Massachusetts Mu- 
tual, spoke on “Inflation.” 

Lakeland, Fla.—Joe Wolfe has been 
elected president; M. R. Miley, vice- 
president, and Emory S. Ivey, secretary- 
treasurer. 

Jacksonville, Fla.—Wright Pearson is 
the new president; C. E. Campbell, vice- 
president; Lamar Rosear, secretary- 
treasurer. 

Tampa, Fla.—H. M. Jernigan was 
elected president; C. W. Whitehead, vice- 
president; R. C. Christen, secretary-treas- 
urer. E. F. Eastwood is retiring presi- 
dent. 

Muncie, Ind.—New officers are: Presi- 
dent, C. B. Koehler, manager National 
Life & Accident; vice-president, N. K. 
Durham, Ohio State Life; secretary, 
Clark V. Chesser, Conservative Life; 
treasurer, Fred A. Heller, Metropolitan. 


ACCIDENT 


New Medical Service Plan 
Is Launched in Virginia 


Virginia Medical Service Association, 
backed by members of the Medical 
Society of Virginia, has been licensed 
to write group contracts, medical, sur- 
gical and obstetrical service. It will be 
administered by the Virginia Hospital 
Service Association, Blue Cross plan. 
The premium is 85 cents per month for 
single persons, $2 a month for husband 
and wife, $2 a month for a family and 
$1.50 for the wife of a man in the serv- 
ice. These rates include maternity care 
after 10 months. 

When an illness arises the sub- 
'scriber will go to the physician of his 
choice. If the physician is a partici- 
pating surgeon he will perform the 
operation or required service and will 
be reimbursed to the extent of $75 by 
Virginia Medical Service Association. 
If the patient is in a certain bracket, 
the $75 paid by the association will 
represent his entire bill but if he is in 
a high income bracket, the doctor may 
bill him directly for the difference be- 
tween the $75 allowed by the association 
and the normal fee charged for patients 
in that income bracket. 

















Detroit Hospital to Get 
Par from All Patients 


Detroit Osteopathic Hospital has an- 
nounced that effective July 15, it will no 
longer provide service to Michigan Hos- 
pital Service contract holders on the ex- 








Minn. President 





John P. Lynch, the new president of 
the Minnesota State Association of Life 
Underwriters, has 
been general agent 
at St. Paul for 
John Hancock Mu- 
tual Life since 1939, 
He started in the 


business in 1932 
with his brother, 
Lloyd J. Lynch, 


who was general 
agent of John Han- 
cock for Minnesota. 
John Lynch worked 
in the rural terri- 
tory four years as 
an agent and was 
: made country suw- 
pervisor in 1937. When Lloyd Lynch 
was transferred to San Francisco as 
general agent in 1939, John Lynch was 
made general agent for southern Min. 
nesota and northern Wisconsin. 

In the article of July 6 reporting the 
election it was erroneously stated that 
John J. Steger of St. Paul is the retir- 
ing president of the Minnesota state 
association. As a matter of fact Bert H. 
Odell of North American Life & Casu- 
alty is the retiring president. 


John P. Lynch 








isting financial basis. Superintendent E. 
C. Barron of the hospital states that 
hereafter the institution will accept 
M.H.S. patients on a non-participating 
basis only and each patient must make 
the customary deposit, be responsible 
for and pay for the entire difference be- 
tween the hospital bill and the amount 
collectible from M.H.S. 

The hospital insurance committee of 
the Detroit Accident & Health Associa- 
tion is meeting Friday with a special 
committee of the executive committee of 
the Detroit Community Fund to discuss 
with them the findings of the latter com- 
mittee regarding the so-called discrimina- 
tion problem. The Detroit A. & H. group 
at a meeting last November with the 
Community Fund people contended that 
the latter were unjustly supporting hos- 
pitals that had contracts with M.H.S. 
and made up the deficits occasioned by 
the discounts which the hospitals are 
giving M.H.S. 

George A. LeBlanc of American Hos- 
pital-Medical Benefit is chairman of the 
hospital insurance committee of the De- 
troit A. & H. Association. 


Launch Farm Hospital Insurer 


Farmers Hospital Association of Lin- 
coln has been licensed as an assessment 
association, closely identified with Ne- 
braska Farm Bureau Federation. It will 
provide hospital and surgical benefits 
for members of the federation. Russell 
E. Jones is manager. Charles Y. Thomp- 
son is president; Arch Hosterman, vice- 
president; Howard L. Peterson, secre- 
tary, and Lucille Brandon, treasurer. 


Betterway Blows Up 


Motion for a new trial filed in Pulaski 
circuit court, Little Rock, by Betterway 
Life has been denied by Judge Fulk. The 
company asked a retrial of its petition 
for a writ brought against Commis- 
sioner McKenzie in an effort to obtain 
permission to operate in Arkansas, The 
petition had been denied by Judge Fulk, 
who found that the company had failed 
to comply with state regulations and 
was insolvent. M. J. Harrison, former 
Arkansas ‘commissioner, has been ap- 
pointed as receiver. R. V. Marlin was 
president of Betterway. 


Butler Insurance Course 


INDIANAPOLIS—With the appoint- 
ment of Dr. Robert I. Mehr, assistant 
professor of economics at the University 
of North Carolina, as associate professor 
of business administration at Butler 
University, specializing in insurance, 
Butler University is. announcing a 
new insurance curriculum, prepared with 
the advice and counsel of the General 
Agents & Managers Association of In- 
dianapolis and other insurance groups. 
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LEGAL RESERVE FRATERNALS 





Rugland Only Fraternal 
Actuary to Be Fellow 


Having successfully completed the ex- 
aminations, Walter L. Rugland, actuary 
of Aid Association for Lutherans, has 
been admitted as a fell@w of Actuarial 
Society of America and of American 
Institute of Actuaries. 

Mr. Rugland joined Aid Association 
as actuary in 1943. Prior to that time, 
he had been employed for approximately 
11 years in the actuarial division of 
Metropolitan Life. He is a graduate of 
Luther College, Decorah, Ia. He later 
attended graduate school at University 
of Iowa. He has been associate mem- 
ber of the two societies. 

Mr. Rugland is the only resident 
actuary of a fraternal that is a fellow 
of both societies. 





Fraternal Compend-Digest 
for 1945 Is Now Ready 


The 1945 edition of the Fraternal Com- 
pend-Digest, reference book providing 
facts and figures concerning all impor- 
tant fraternal beneficiary societies, has 
just come from TH NATIONAL UNDER- 
WRITER press. The exhibits of. each so- 
ciety shows its financial and actual con- 
dition, the cost of insurance to new 
members, the essential features of the 
certificate or contract and a brief history- 
of any readjustments, mergers, reinsur- 
ances, etc. Included also is a geographi- 
cal index showing the societies licensed 
in each state and the membership where- 
ever obtainable. 


Special Information 


Special sections are devoted to infor- 
mation on war clauses, social security 
and National Service Life Insurance. 
The Fraternal Compend-Digest sells 
singly at $2 and may be obtained from 
any NATIONAL UNDERWRITER Office. 








LEGAL reserve fraternal 

life insurance society for all 
Lutherans on 3% American Ex- 
perience reserve basis. Twenty- 
six years old — $118,500,521 in 
force. Mortality experience 1944 
—39.16%. Rate of assets to 
liabilities—110.11%. 


* 


Our new agents’ contract, with 
retirement program, has been 
enthusiastically received by our 
agency force 


* 


Address your letter of inquiry 

to 

THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERA 
Herman L. Ekern, President 
608 Second Avenue So., Minneapolis 2, Minnesota 








“Since 1{868”—the 
best in Life Insurance 
Service for Catholics 


CATHOLIC 


FAMILY PROTECTIVE 

LIFE ASSURANCE SOCIETY 

726 MW. WATERSTREET - MILWAUKEE 2, Wiss 
Whole Family Life. Insurance fer Catholics 
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W.O.W. Omaha, Makes Shifts 
in Field Management 


Due to the advancement of R. H. 
Lackey, Tennessee manager of Wood- 
men of the World, Omaha, to field audi- 
tor, Richard H. Abernathy, is being 
transferred from Illinois manager to 
Nashville as Tennessee manager. Mr. 
Abernathy continues to reside in Chat- 
tanooga. 

Ernest A. Olsen, former Missouri 
manager, has returned after several 
years with the Red Cross on the fight- 
ing front and becomes manager in IIli- 
nois with headquarters in Springfield. 

Harold Ridenour, formerly of Niles, 
Mich., was appointed Michigan manager 
with headquarters at Lansing. 





Newberry Confers in Chicago 


Farrar Newberry, president of Na- 
tional Fraternal Congress and head of 
Woodmen of the World, Omaha, con- 
ferred in Chicago this week with F. F. 
Farrell, N.F.C. manager, and then pro- 
ceeded to attend the meeting of the 
Washington State Fraternal Congress in 
Seattle July 14, where he is to deliver 
an address. He attended a meeting of 
the Michigan Congress Monday in De- 
troit and gave a talk. 


Fraternal Publication Ready 


_ The Fraternal Monitor, Powers build- 
ing, Rochester, N. Y., has issued its 
annual edition of “Statistics of Fraternal 





Societies.” This gives full particulars 
regarding the societies. It shows that 
last year the income was $270,311,513, 
disbursements were $181,729,240. Total 
new members in 1944 were 681,580 and 
the insurance written .$650,711,665. 
Since organization the benefits paid by 
fraternals amount to $6,112,794,162. The 
cost of the book in manila cover is $1.50. 

The Fraternal Monitor has also issued 
the 1945 edition of the “Consolidated 
Chart of Insurance Organization.” This 
is a book that costs $1.25 in manila cover 
and gives information regarding all sorts 
of life insurance institutions. 


Mills Succeeds Brienza 


NEWARK-—Joseph T. Brienza, grand 
regent of Royal Arcanum for the last 
two years, has resigned. The annual 
state convention was canceled this year 
because of ODT regulation and as it 
is customary for the grand regent to 
serve only two years, he resigned. He 
will be succeeded by the grand vice- 
regent, Roland L. Mills, Ridgewood, and 
Jacob Zimmerman, Newark, will become 
grand vice-regent. 


No. Amer. Council Meets Sept. 20 


North American Union of Chicago 
will celebrate its 50th anniversary Aug. 
4 at a picnic in Harm’s Park in Chicago. 
The supreme council meeting is to be 
held in Chicago Sept. 20. 











Norton J. Williams, president of 
Equitable Reserve and past president 
National Fraternal Congress, has been 
reelected chairman of the Neenah, Wis., 
chapter of Red Cross. 








AGENCY MANAGEMENT 





Wiedemann Heads 
S.-F. Managers 
V. Webner Wiedemann, Equitable 


Life of Iowa, is the new president of 
the San Francisco General Agents & 
Managers Association. He succeeds J. 


H. Rowe, Bankers Life of Iowa, and 


= 
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V. WEBNER WIEDEMANN 


through his new position also becomes a 
vice-president of the San Francisco Life 
Underwriters Association, representing 
the general agents and managers sec- 
tion. 

The new vice-president of the general 
agents’ organization is Nelson F. Davis, 
Guardian Life, and secretary-treasurer, 
F. Crook Whatley, Aetna Life. 





Schauer to Talk on Recruiting 

Bill A. Schauer, Detroit general agent 
of the Penn Mutual, who has done an 
oufstanding. job: of recruiting high cali- 


“ebre men-and ‘getting them quickly into 
“production in heavy volume, will out- 


line his methods before the Associated 
Life General Agents & Managers there 
July 19, speaking on “How Definite Are 
Your Recruiting Ideas?” Supervisors 
ae Se managers have been in- 
vited. 





Cincinnati Managers Elect 


J. C. Benson, Union Central, and P. 
H. Burgman, Bankers Life of Iowa, are 
new trustees of the Cincinnati Associ- 
ated Life General Agents & Managers. 
W. Henry Blohm, Provident Mutual; 
P. C. Bake, Phoenix Mutual; T. T. 


Craig, Aetna Life; W. R. Dignan, W. 
E. Lord Co.; B. F. Heald, Lincoln Na- 
tional; G. D. Randolph, New England 
Mutual and T. W. Strange, Ohio Na- 
tional, were reelected. Golf prize win- 
ners were Mr. Craig and Mr. Randolph. 
The trustees will meet shortly to elect 
officers. 





L. A. Group Entertains Bosses 


The Life Agency Supervisors Associa- 
tion of Los Angeles entertained their 
bosses at the annual meeting. 

Rolla Hays, Jr., general agent of New 
England Mutual, was the guest speaker. 
Walter Furman, acting manager of the 
Jack White Prudential agency, is re- 
tiring president, and the new president 
Tom R. Simons, Pacific Mutual. 

Bruce Bare, New England Mutual, 
and T. Denton Hammond, Aetna Life, 
have been elected vice-president and sec- 
retary, respectively. 

The membership was doubled during 
the year. Ten meetings were held. 

The aim is an additional increase in 
active membership of at least 50% with 
the goal set at 100% membership of all 
eligible supervisors in Los Angeles. 





Bolen Worcester President 


At the annual meeting and outing 
of the Life Insurance Managers & Gen- 
eral Agents Association of Worcester, 
Mass., Carl H. Bolen, Travelers, was 
elected president; George W. Thomp- 
son, John Hancock, vice-president; W. 
Roy Carrick, Aetna Life, secretary. 

Following a day of sports at Whitins- 
ville Country Club, dinner was held and 
prizes were awarded. 





Graber Des Moines President 


L. Everett Graber, of Travelers, was 
elected president of the Des Moines Gen- 
eral Agents & Managers Club at the 
annual meeting. He succeeds Frank L. 
McCormick, Equitable Life of Iowa. W. 
K. Niemann, Bankers Life of Des 
Moines, is vice-president and LeRoy 
Secor, Washington National, reelected 
secretary-treasurer. 





\Baer Heads Toledo Managers 


King Baer, Reliance Life has been 
elected president of the Toledo Life 
Managers Association. G. D. Hansen, 
Western & Southern, is vice-president, 
and C. S. Hadley, Equitable of Iowa, 
secretary-treasurer. 





assets, $5,573,000. 


Life 


55 YEARS YOUNG...And Still Growing 


The Woodmen Society, in the best of health and still growing, 
becomes 55 YEARS YOUNG on June 6. In its 55th year it en- 
joyed the greatest gains of the past quarter-century — GAINS: 
In Membership, 8,639; in insurance in force, $19,969,000; in 


Entering its 56th year, its members and officers are inspired by 
this 55-year record of growth to strive for ever greater expansion 
of Woodmen fraternal and protective service. 


WOODMEN OF THE WORLD 


Insurance Society 
OMAHA, NEBRASKA 














The Standard LIFE Association 


Lawrence, Kansas 
¢ + + 


Not too large to give personal attention to individual 


agents. 
Not too small to provide money-making agency con- 
tracts. 
. *¢* + & 
54th Year of Service 
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ACTUARIES 


CALIFORNIA ° 


Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


608 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Comsuiting Actuaries and Public Accountents 
85 Years of Service 


168 Nerth La Salle Street, Chicage, Iltmels 
Tel. State 1886 


















































WALTER C. GREEN 
Consulting Actuary 
211 Wacker Drive 
Chicago 
Franklin 2633 














HARRY S. TRESSEL 
Certified Public Accountant and 


Actuary 
10 S. La Salle St., Chicago 8, Ill. 
Associates 
M. Wolfman, F. A. 1. A. Preaklin 4020 
g. 4 Moseovi A ALA 
W. H. Gillette, &@ BF. A 
b. J. Lally 


INDIANA 




















Haight, Davis & Haight, Ine. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
Indianapolis—Omahe 




















HARRY C. MARVIN 
Consulting Actuary 


221 E. Ohio Street 
INDIANAPOLIS, INDIABA 








CARROLL E. NELSON 
Consulting Actuary 


618 Olive Street, Saint Leuls 
Central 9128 




















NEW YORK 
Ketabliched t= 1608 by David Parks Fackier 
FACKLER & COMPANY 


Consulting Actuerses 
6 Weet th Street 








New Yerk 


— 














Gonsulting Actuaries 
Auditors end Accountants 


Welfe, Cerceran and Linder 
116 Jehan Street, New Yerk, N. Y. 














PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 











SALES IDEAS OF THE WEEK 





Post-War Expansion and Readjustments 
To Provide Sales Opportunities 


MILWAUKEE —Life ayents have a 
responsibility to their community and 
must protect its business life by the 
sale of life insurance, Roy L. Stone, 
vice-president First Wisconsin National 
Bank of Milwaukee, declared before the 
sales congress of the Milwaukee Asso- 
ciation of Life Underwriters. “We will 
soon see many new business ventures 
and the postwar era is going to require 
a lot of financing and banks will require 
insurance on key men to protect business 
loans of corporations and partnerships, 
he pointed out. Life agents should be 
on the alert for needs for life insurance 
which will develop as a result of busi- 
ness expansion. There will be some 
shifting and changing in employment, 
but plenty of employment. 

“Banks are ready to take care of 
financing the large number of new cor- 
porations and especially smaller firms. 
There is evidence of new thinking in 
Washington and of signs that govern- 
ment competition with private financing 
is on the way out and no loans will be 
made except to applicants who have 
been turned down by banks,” he ob- 
served. 


Preparation Is Essential 


Opportunities that enable the agent to 
“Write Your Own Ticket,” were dis- 
cussed by A. Jack Nussbaum, Massachu- 
setts Mutual, Milwaukee, and mémber of 
the Million Dollar Round Table. Every 
individual has the aim and the hopes of 
becoming successful in his chosen field 
or profession but no successful man de- 
pends upon luck. Preparation is essen- 
tial and “as we grow bigger in our 
thinking, as we become more interested 
in life situations, our volume of sales 
increases, and our earnings naturally 
become greater. We assume a proper 
professional attitude in life insurance 
selling,” he asserted. 

“To have the proper knowledge to 
successfully sell life insurance, the un- 
derwriter should and must have a sym- 
pathetic understanding of people and 
their problems. He must have a work- 
ing knowledge of taxation and the effect 
upon his client. He must be able to 
prove to himself that life insurance for 
most people is an excellent investment, 
if they live, as well as being a death 
claim, should they die. He must have 
vision, so that. he can fit life insurance 
to meet the problems that life or death 
might create. Understand program- 
ming, estate planning, business insur- 
ance, pension and profit sharing plans,” 
Mr. Nussbaum emphasized. “Know them 
well and then figure out which of your 
clientele can best be served through any 
of those mediums. Expand your think- 
ing toward the heights you wish to climb 
and be enthusiastic about it. And in 
so doing you can ‘Write Your Own 
Ticket.’ ” 

Arthur F. Priebe, associate general 
agent, Penn Mutual, Rockford, IIl., dis- 
cussed “Sensible Programming.” “If we 
program thoroughly, soundly and effec- 
tively, I firmly believe we have solved 
our prospecting problem, also our sales 
problems, in fact, all of our problems,” 
he declared. 

The business insurance clinic con- 
ducted by Lawrence J. Evans, assistant 
director of agencies Northwestern Mu- 
tual Life, covered partnership, key man 
and stock retirement insurance. Parti- 
cipants were H. R. Buckman, Old Line 
Life general agent; William C. Hewitt, 
Northwestern Mutual, and Raymond H. 
Collins, Penn Mutual, all Milwaukee 
members of the Million Dollar Round 
Table. 

Hampton H. Irwin, educational direc- 
tor Massachusetts Mutual, conducted a 
“Production Clinic.” 

In answering “Who’s Afraid” Graham 
Walter, Toronto manager Canada Life, 


“Tt’s what we do about being 
A coward is one who 
is afraid and runs, while a hero is one 
who is afraid but stays. Remember, the 
other fellow is afraid too, and make the 
most of it. The world is full of un- 
used talent, people who are afraid to 
try—who fear failure,’ Mr. Walter said. 
“Every agent can do a better job if he 
sets an objective and is not afraid to 
try. It is the fear of failure that keep 
many in the class of failures and away 
from success. Think, act and talk suc- 
cess and don’t be afraid to try for suc- 


RECORDS 


Boston Mutual Life—For the first five 
months the combined insurance gain was 
$4,827,514, making insurance in force 
May 31 $134,647,520. Premium income 
amounted to $2,351,660, assets increased 
$2,614,695 over a year ago, Surplus in- 
creased $322,969. 


Security Mutual Life of Binghamton— 
June production, honoring F. Leon Mable, 
superintendent of agencies, was the 
greatest of any June in company history 
and was 16% greater than June, 1944. 
Insurance in force now exceeds $135 
million. 

North American Life & Casualty—June 
life business, $2,178,000, was best in its 
history, an increase of $577,000 over June, 
1944. The agents always put on a spe- 
cial drive in June in compliment to Presi- 
dent H. P. Skoglund. 

Berkshire Life—Paid life business for 
June increased 50%, bringing the six 
month gain to 29%. June was the 28th 
consecutive monthly gain. 

Minnesota Mutual Life—Insurance in 
force for the first six months gained 
$18,534,222, an increase of 238% over the 


declared, 
afraid that counts. 











.Philadelphia - Dent. 


1944 six months gain. parance in force 
on June 30 totaled $325,233,201, an all- 
time high record. New paid issues were 
$33,142,444, an increase of 37.1%. Exam- 
ined business was 45.9% greater than a 
year ago. 

Equitable Life of Iowa—Paid life in- 
surance in June totaled $6,196,010. This 
was the largest June production since 
1930 and a gain of $649,446 or 11.7% over 
June, 1944. 

Writings for the first six months 
totaled $33,982,312. That is the largest 
first six months since 1930, and a gain 
of $6,835,338, ow 25.2% over the first six 
months of 1944 

Insurance in force was increased by 
$4,204,489 in June, the largest June in 
force increase since 1930, ee raised 
the in force total to $716,883,1 

B, Sherer, indianapolis, ite the 
leading personal producer in June. 

Home Life, N. Y¥.—Paid business for 
the first six months set an all-time high 
mark for a half-year period. Production 
through June was 21% ahead of 1944 
and 7% above that of the first six months 
of 1929, the previous high mark. 

Volume in June, 1945, was up 37% and 
the greatest recorded since June, 1930. 
The five leading field underwriters for 
June were H. F. O’Reilly, Philadelphia- 
Boettner; D. E. Jones, Rockford; F. §S. 
Smith, Pittsburgh; W. A. Emmerick, 
Philadelphia-Boettner; and J. E. Duffy, 
For the first half- 
year the leading producers were: H. C. 
Kenyon, Grand Rapids; H. M. Grier, De- 
troit; Mr. O’Reilly; E. J. Druilhet, New 
Orleans; and Carl Spiro, New York-Oshin 
& Huber. 

June agency production leaders were: 
Philadelphia-Boettner, New York-Oshin 
& Huber, Philadelphia-Dent, Washing- 
ton and New York-Finley. Six month 
leaders were: New York-Oshin & Huber, 
Philadelphia-Dent, New Orleans, Phila- 
delphia-Boettner, and New York-Evans. 

Bankers Life of Nebraska—June pro- 
duction was the highest of any such 
month since 1920, the amount of new 
paid business being 16.4% in excess of 
that of June, 1944. Production to date 
neo in excess of the first half of 
1 5 


A. F. of L. Unit Wins in Ill. 


Illinois district agents of John Han- 
cock Mutual by a vote of 167 selected 
the Industrial & Ordinary Agents Coun- 
cil, A. F. of L., as their collective bar- 
gaining agent. An independent union 
received two votes and the Industrial 
Insurance Agents Union, C. I. O., got 
55 votes. 


NEVER IN HISTORY 


has it been so necessary 
to take care of tomorrow 
with the resources of 
to-day. Life Insurance 
meets the challenge of 
the unknown tomorrow 


by the insight, prudence 


and resources of to-day. 


SUN LIFE 


ESTABLISHED 


HEAD OFFICE 
MONTREAL 


OF 





oe) 


CANADA 





























SOMETHING TO 
SHOUT ABOUT! 


An SMlustrated Brochure 
Tics: ilalin: Usa: Sal 


PARTNERSHIP Partnership Insurance 
by 
H. P. GRAVENGAARD 
Associate Editor f 


THE DIAMOND LIFE BULLETINS 


Concise! Complete! Compelling! 


Actual Size 81/, x 11 


NEW AND STRIKING PICTURES ILLUSTRATE EACH ESSENTIAL POINT 


These pictures posed by carefully selected professional models and photographed by one of America’s outstanding commercial artists. 


gd 
IT FIXES’ THE PROBLEM DEFINITELY 
AND PRESENTS THE SOLUTION CLEARLY 


Enthusiastically Acclaimed By All Who Have Seen It! 


Comment by a C.L.U.... Company Leader: “Its the best and most attractive Partnership Sales Aid I’ve Ever Seen”. 


Its 1. A powerful help for a sales interview. 5. A basic outline for agency meetings and clinics. 
Uses: 2. A pre-approach mailing piece. 6. An attractive prestige-building gift to Trust Of- 
3. A gift or loan to a prospect to prepare ficers, Attorneys and Accountants. 
for, or supplement, an interview. 7. An easy and effective method for Companies 
4. A ready-reference section for your and Agencies to introduce the subject of 
sales kit. Partnership Insurance to Agents. 
Let This Powerful Sales Aid Help You Sell More Partnership Insurance! 
Prices : Wie os cise esse ceoknaes $1.00 D5 aldts OR ccc cswceces $0.70 500 copies, each Ciseawecdens $0.55 
S&S copies, eel. .cccccsccces -80 50 copies, each......e.ee00% 65 1000 copies, each............ 50 
BD: COG, GR. gS ececdcic csc 75 FOO cbnlees: GGG. 5. ccctcecces 60 - 


THE DIAMOND LIFE’ BULLETINS 


A National Underwriter Publication 
420 EAST FOURTH ST. ¢ CINCINNATI 2, OHIO 





PREPARATION (3 tHE PRICEt OF §$UCC eS 


® Ballet dancers seem to perform with the greatest of ease. But their 

She flies rhythm, grace, form, balance and agility spring from the lithe, steely 

strength of muscles constantly trained and conditioned. It takes hard 

e work to be a top ballet dancer—work, that according to the standards 

vou é€ et i iin of the famed Ballet Russe, must begin in childhood. It takes only a 
short layoff to set back the preparation of years. 

And man’s brain is like his muscles—susceptible to greater ability 
through continuing use—capable of unusual achievement through 
application, 

In life insurance selling, it is similarly true that the man who works, 
who prepares for his career is headed for success. With respect to this, 
the Aitna Life Insurance Company experimented in the field with 
prepared sales plans. Their success was astonishing. And the men. who 
learned them and applied them began, in some cases for the first time, 
to increase greatly their business and their incomes. 


AINA LIFE INSURANCE CO. 


HARTFORD 
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